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CONTINENTAL COMPANIES 


General Offices: Chicago, Illinois 


Continental Casualty Company 
Financial Statement—December 31, 1941 


ASSETS 


Sine os ch sudssa kcuucswstepmaiesescueiasuausee $10,214,528.70 
*United States Government Obligations.......... 13,434,666.75 
USS I OS Ee ean Sarr eee 3,115,375.83 
of TE eee $ 840,798.56 
SPADUG TINNY TONGS s.66566 656-6 50:60:80 2,913,500.29 
*Miscellaneous Bonds ............. 3,389,909.04 
Bipolar kas cauhssuniuwnaree wean eee cine 7,144,207.89 
*Preferred and Guaranteed Stocks............... 1,270,044.00 
PIED MOLES escwkcsice seni eaeecwsarnunosen ses 4,190,940.00 
PODIEMURD MMBUB: 6 545556505 sous chen eSowsbolocns 385,729.98 
MOM MRD Hooch Careacxcoo sen scans enae 450,894.24 
Premiums in Course of Collection............. 4,425,123.27 
(Not over 90 days past due) 
Accrued Interest and Bente. ...006sisscicssec vse 171,897.37 
LS SS ee eee ene ee en re ae 341,251.49 
PIE O AGRNG oo d6isovessnadaseedchacios $45,144,659.52 


LIABILITIES 








Unearned Premium Reserve.................005 $10,905.579.96 

PLONORGD ROT MAUD 5 ois oN 0 65's 568s oekeGeeeseec 17,157,101.13 

Miscellaneous Liabilities ....................6- 2,921,978.53 

General Investment Contingency Reserve....... 1,100,000.00 

General Insurance Contingency Reserve........ 500,000.00 

CONST) een A $ 2,500,000.00 

NMS. ahi o tise susGnednnducce 10,059,999.90 

SA OMGE OTT ATIUS sa sisawis. danse sion anicecass 12,559,999.90 
MOAN Sst satanner eetehawe tauahwotiieonmeee $45,144,659.52 


*Eligible bonds amortized. Insurance stocks valued on basis of pro- 
rata share of capital and surplus. All other securities at quotations 
prescribed by National Association of Insurance Commissioners. 


Net Premiums written during 1941—$28,030,709.46—Increase 
over 1940, $2,658,415.84. 


Continental Assurance Company 
Financial Statement—December 31, 1941 


ASSETS 


eB ca einvs jas ds setae: wins daransiwter esse oraia torent) bp avomavalororane $ 1,780,409.44 
United States Government Obligations......... 6,325,146.00* 
DG EAI ae HERONS a. 5. 5 55 50s 5.43 sce 54: 0'e(0 Cinew.sie 687,688.55 * 
PRAUIFORG ASODOS 6 6.56 :0/i05:0:0 5 a%eeine oe $ 2,432,106.52* 
Pablic Utility Bonds. ......<.. 2.2 9,445,910.10* 
Miscellaneous Bonds ............. 3,924,925.43* 

DUAR AN coi5Ste cessor vavavo ca aiavens a scars a Siete) aoe ale ates 15,802,942.05 
Preferred and Guaranteed Stocks.............. 1,105,850.00* 
TOR SUODKS: seciceesiieteri hus 5.4 aia Wingo wie leie. i srare er eererecs 311,477.00* 
PAHOA OM ODINS 65m 3c waren wreeoaseeineie ate See ee ts 7,975,741.75 
EAE CS! UC CT a ea a GO UI EEE rah 4,427,491.06 
VS LU Ee eI Oe nee Pema eee 645,849.13 
Net Deferred and Uncsllected Premiums........ 1,390,718.52 
Accrued Interest and Rents............ceeeeeee 319,277.10 
Other Admitted Assets... 6:6.6.66caceeicrccsw eens 5s —6,192.64 

MAE CIPAREGIS ~S6.55-0o ccd amaeeniccueen $40,766,397.96 


LIABILITIES 


Statutory. WeGlucy oR GsCEVeS « c1./.\c<sicieis'c-s sve sterrere sole $34,042,560.51 

Death Claims Due and Unpaid................ None 

Pending “Glaim Reserves. oc:c.acis% 60:05 5 ase scinrvere s 1,474,743.01 

Premiums Paid in Advanceé.... 2.42 ..050006.6. 373,908.66 

Miscetiancous: Diabetics: ..<..c:06:00c0 sss cceiewe 654,478.78 

General Contingency Reserve.................-. 150,000.00 

RGAEON, rete ores leniehs xe seo borealis $ 1,000,000.00 

PRER RONNIE Fo ctacesa lores Gre Baie cuore Foe. e Soares 3,070,707.00 

Capital ATA CH OUD POANNG 5.3. /0\e3 4 /s:ere 010:6.6-x: 0 sists weenie oe ace 4,070,707.00 
CADE IR Mle oir reirecerrevavan cess 2i vc cvsieoray cet vekarereT ees aE $40,766,397.96 


“Eligible bonds amortized. All other bonds and all preferred and 
guaranteed stocks at quotations prescribed by National Association 
of Insurance Commissioners. Other stocks at lower of cost or such 
quotations, 
Insurance in Force as of December 31, 1941 

AGRIC EOD: MAGEE) 5s:c15/9i0, wiesstors ssopdiaioretvintovelele niece oe $367,046,445.00 
—Increase over 1940, $92,603,761.007 
*Includes one unusually large group risk. Even with this risk ex- 
cluded the increase exceeded that of any preceding year. 


DIRECTORS 


H. A. BEHRENS, Chairman of the Board, Continental Casualty Co.; President, Continental Assurance Company 


W. McCORMICK BLAIR *W. G. CURTIS 

Blair, Bonner & Company Cage President, 
National Casualty Company 

WILLARD N. BOYDEN 


*EDISON DICK 
Vice President ‘ very 


Vice President, 
A. B. Dick Company 


HARRY W. DINGMAN 
Vice President and 
Medical Director, 
Continental Assurance Company 


FRANK R. ELLIOTT 
Vice President, 
Harris Trust and Savings Bank 


ROLLIN M. CLARK 
Vice President and Secretary 


M. P. CORNELIUS 
President, Continental 
Casualty Company 
Vice President, Continental 
Assurance Company 


*Continental Casualty Company only. 


International Harvester Company 


CHARLES F. GLORE 
Glore, Forgan & Co. 


PURCELL L. SMITH 


President, 
The Middle West Corporation 
ARNOLD B. KELLER 
Vice President and Treasurer, R. DOUGLAS STUART 
First Vice President, 
The Quaker Oats Company 
F. D. LAYTON 
7 en. *STUART J. TEMPLETON 
Nationa ire nsurance Pile n wine 
Company of Hartford Wilson & McIlvaine 


E. V. MITCHELL ROY TUCHBREITER 
General Counsel Vice President 


Continental Assurance Company only, 


The Continental Year Beok discloses in greater detail the companies’ 


operations and financial structure. 


Casualty Insurance 


Fidelity and Surety Bonds 


It will be furnished upon request. 


Life Insurance 
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Personnel Problen Splendid Record of 1941 
Unfolds in Annual Figures fo; '4{ Life 


in Hartford Is 
Especially Acute 


Propinquity of War 
Industries Accentuates 
Companies’ Difficulty 


By ROBERT B. MITCHELL 


HARTFORD — The Hartford com- 
panies, like all other insurers, are losing 
men to the armed forces but to a much 
greater extent than companies in other 
sections of the country, they are also 
losing much of their male and female 
personnel to the enormously expanded 
war industries in and near Hartford, 
such as Pratt & Whitney, United Air- 
craft, Colt’s Arms Company and a num- 
ber of others. 

Losses of personnel are naturally the 
most severe among clerical workers and 
others at the lower end of the salary 
scale. War industries pay substantially 
bigger wages than any insurance com- 
pany could afford. Consequently there 


is a real dearth of office boys, filing 
clerks, and similar help. 
Will Be Worse 

In the usual insurance home office 


more than half the personnel are women 
and the loss of the female personnel is 
expected to be far greater as the war 
effort really hits its full stride. For ex- 
ample, the Pratt & Whitney airplane 
motor factory employs women as _ in- 
spectors but by the end of the year will 
be using several thousand, not only as 
inspectors but as machine operators. 
The expansion plans that are under way 
among the war industries here indicate 
that the real shortage of help has only 
started. Factories are building new ad- 
ditions and taking over existing struc- 
tures that have lain idle like the former 
Hartford rubber works which Colt’s has 
leased. 

Several insurance companies here, 
which customarily take on many of the 
graduates of the local high schools, are 
giving jobs to high school seniors on a 
part-time basis. The students finish 
their class-room work in time to put in 
the afternoon at work. One of the first 
to adopt this system was the Aetna Life 
group, where students work from 1 p. m. 
to 4:45 and they are paid $10 a week. 
While this salary is more than they are 
actually worth at this time it has the 
advantage of assuring a supply of em- 
ployes in June when otherwise the 
chances would be that most of them 
would go to one of the local arms or air- 
craft plants. There is also the advan- 
tage that the company can see whether 
the students are worth retaining on a 
permanent basis while the students can 
see how they like working for an insur- 
ance company before they tie up to it 
permanently. 

The way it works out is that in an 
(CONTINUED ON PAGE 28) 





AETNA LIFE 


Aetna Life, in its new 
ment, reports assets of $778,237,039, 
which is an increase of $61,990,256. Sur- 
plus amounts to $27,802,730, an increase 
of $2,621,409. 

New ordinary life insurance was $142,- 
291,106, which was an increase of $1,- 
309,441 and the ordinary in force now 
amounts to $1,846,010,447, increase $23,- 
959,494. 

Group insurance expanded rapidly. 
New insurance on group life and em- 
ploye plans amounted to $277,497,933. 
This business together with growth in 
policies already in force resulted in an 
increase in group insurance in force of 
$485,181, 072, bringing the total to $3,- 
010,788,625 

Premium income amounted to $129,- 
051,950, The rate of interest earned in 
the life department was 3.42, as com- 
pared with 3.51 the previous year. To- 
tal amount paid policyholders in the life 
department was $65,345,416 and in a 
accident and liability department $12, 
448,458, Since organization such pay- 
ments have amounted to $1,706,638,670. 

Total earnings in the stock depart- 
ment of Aetna Life were $10,037,319, of 
which $2,100,000 has been applied to 
dividends to stockholders, $2,709,945 to 
strengthen the reserve basis for life and 
annuity contracts; $3,230,000 transferred 
to contingency reserve and the balance 
of $1,997,374 added to the surplus of the 
stock department which now amounts to 
$24,316,379. The contingency reserve in 
the stock department is $9,850,000, of 
which $6,500,000 represents a_ special 
group insurance reserve. The balance 
of $3,350,000 equals the fall in market 
values during December. This adjusts 
net surplus to what it would have been 
if securities carried at market had been 
valued at Dec. 31 prices instead of Dec. 
5; 


annual state- 


In the participating department the 
surplus is $3,486,351, an increase of 
$624,035. The dividend scale for this 
year is the same as that for 1941. Con- 
tingency reserve in the participating de- 
partment is $530,000 as against $300,000 
at the beginning of the year. 

Total premiums of all Aetna Life 
companies were $193,110,867, an increase 
of $28,170,156. Each unit in the group 
showed an increase. 


CONNECTICUT MUTUAL 

Connecticut Mutual reported $1,135,- 
915,272 insurance in force, an all-time 
high, with a gain of $51,079,479, largest 
in the last 11 years. New life insurance 
totaled $108,238,955, gain $6,290,648. 
Assets set a record of $423,993,718, in- 
crease $29,112,162. Net interest earned 
on assets was 3.86 percent. 

Payments to policyholders and benefi- 


ciaries totaled $25,707,678; $27,387,694 
was added to policy reserve funds, 


which totaled $342,305,729; surplus $16,- 
351,007; reserve for dividends payable 
in 1942 is $5,650,000. 

Policyholders, through investment in 
life insurance, help in the war effort, 
President J. L. Loomis commented. The 
portion of premiums not needed to pay 
current obligations must be invested. 


Money for investment now will flow out 


in two distinct, related streams. One 
goes directly to the government in ex- 
change for bonds to meet war expendi- 
tures; the other is lending capital to 
private enterprise to maintain the na- 
tional economy, upon which success of 
war is based. 


“Life insurance is a national war- 
time service of the first magnitude,” 
President Lomis said. 

PROVIDENT MUTUAL LIFE 


New paid business of Provident Mu- 
tual Life was $74,995,000 in 1941, an 
increase of 7 percent over 1940. Aver- 
age size of the 17,151 new policies in 
1941 was $4,360. Insurance in force in- 
creased by $23,575,000 to a total of 
$1,020,700,000. This increase was largely 
due to a marked decline in terminations 
by lapse and surrender which fell to the 
unusually low level of 2.8 percent, com- 
pared with 10 percent at the depth of 
the depression. 

Assets reached $400,193,000, increase 
$18,710,000. Payments to policy owners 
and beneficiaries totaled $26,527,000. 
This, plus amount added to assets held 
for policy owners aggregated $45,237,000, 
or $11,636,000 more than the 1941 pre- 
mium income of $33,601,000. Contin- 
gency reserves were $22,024,000, increase 
$1,064,000. 

Mortality was again unusually favor- 
able, according to President M. A. Lin- 
ton. It was 17 percent below the aver- 
age for the 20 years 1920 to 1939, in- 
clusive. 


LINCOLN NATIONAL LIFE 


The new statement of Lincoln Na- 
tional Life shows substantial gains in in- 
surance in force, surplus, assets and new 
business. Insurance in force stood at an 
all-time high of $41,183,110,270, an in- 
crease of $91,582,467. Assets were $180,- 
839,603, increase $12,199,409. Surplus in- 
creased $1,016,447 to a total of $11,046,- 
783, consisting of $2,546,783 special sur- 
plus for contingencies, $6,000,000 unas- 
signed surplus, and $2,500,000 capital. 

New business was $196,560,000, which 
was $38,236,000 or 24.2 percent more 
than last year. 

Income was $44,651,552 and exceeded 
disbursements by $13,304,989. There was 
paid to policyholders and beneficiaries 
$14,028,694. Since organization the 
company has paid out $202,620,843. 

LIFE OF IOWA 

Equitable Life of Iowa, which at- 
tained its 75th birthday Jan. 25, enjoyed 
a year of outstanding progress in every 
department in 1941. Surplus to policy- 
holders was increased $920,393 and now 
amounts to $10,300,343. Assets are 
$220,077,848, increase $14,261,126. 

New insurance and annuities paid for 


EQUITABLE 


totaled $63,555,003, an increase of 16.5 
percent. Insurance, in force is $618,- 
720,033, a gain of $20,832,320. 


Equitable Life, which owns in excess 
of $32,000,000 government bonds, will 
invest in government bonds this year 
more than the amount of its new pre- 
miums. 

The net rate of interest earned on all 

(CONTINUED ON PAGE 14) 


Total Sales Up 14% 


Presidents Find 


Ordinary Increase 11%; 
Industrial 8 and Group 51 
—Dec. Up 64% 


New life insurance for 1941 was 14 
percent more than for 1940, according 
to the Life Presidents Association. The 
1941 total was larger than for any year 
Ordinary insurance showed 
an increase of 10.7 percent, industrial an 
8.1 percent, and group an 
51.5 percent. 


since 1937 


increase of 
increase of 

For December the total of all classes 
was 64.4 percent greater than for De- 
cember of 1940, and larger than for any 
month since April of 1930. 

For 1941, the total new business was 
$3,331,638,000 against $7,311,221,000 in 
the preceding year. Ordinary totaled 
$5,592,087,000 against $5,050,065,000. In- 
dustrial amounted to  $1,710,620,000 
against $1,581,858,000. Group amounted 
tc $1,028,931,000 against $679,298,000. 

For December total new business was 
$1,141,316,000 against $694,156,000. Ordi- 
nary was $656,309,000 against $443,782,- 


























000, increase 47.9 percent. Industrial 
Was $186,190,000 against $142,371,000, 
increase 30.8 percent. Group was $298,- 
817,000 against $108,003,000, increase 
176.7 percent. 

1941 
over 
Ordinary 1940 

Month 1940 1941 % 
Jan. $ 404.723,000 $ 410,922,000 1.5 
Feb 397,891,000 408,953,000 2.8 
March 439,506,000 455,226,000 3.6 
April 448,548,000 463,069,000 3.2 
May 438,951,000 458,871,000 4.5 
June 419,750,000 449,534,000 7.1 
July 437,000,000 448,433,000 2.6 
Aug 401,648,000 442,028,000 10.1 
Sept 380,642,000 440,827,000 15.8 
Oct 446, 234, 000 507,145,000 13.7 
Nov 91. . 450,770,000 15.2 
Dec ; q 656,309,000 47.9 
$5,050,065,000 $5,592,087,000 10.7 

Industrial 
Jan. $ 113,111,000 $ 126,458,000 11.8 
Feb 125,226,000 136,166,000 8.7 
March 138,545,000 148,978,000 7.5 
April 135,852,000 147,462,000 8.5 
May 141,922,000 151,391,000 6.7 
June 128,231,000 135,633,000 5.8 
July 194,192,000 128,783,000 7 
Aug. 123,110,000 131,329,000 6.7 
sepr 127,974,000 128,493,000 4 
Oct 146,465,000 eer 000 1.3 
Nov 134,859,000 141,349,000 4.8 
Dec 142,371, 000 186.190, 000 30.8 
$1,581,§ $58,000 $1, 710,620, 000 8.1 
Group 

Jan. $ 134,507,000 $ 35,063,000 —73.9 
Feb. 38,120,000 43,240,000 13.4 
March 37,556,000 41,992,000 11.8 
April 39,800,000 51,096,000 28.4 
May 44, 569, 000 46,765,000 4.2 
June 62,977,000 28.7 
July 3 82,909,000 90.5 
Aug § e A 71,689,000 33.4 
Sept 40,720,000 130,229,000 219.8 
Oct 55,244,000 74,794,000 35.4 
Nov 34,256,000 89,360,000 160.9 
Dec 108,003,000 298,817,000 176.7 
$ 679,298,000 $1,028,931,000 51.5 


(CONTINUED ON PAGE 28) 
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Texans Hear 
Stirring Messages 


Program at Three Cities 
Features Dobson, Mason, 
Hedges and Thurman 


HOUSTON —The Tri-City sales con- 
gress of the Texas Association of Life 
Underwriters got off to an auspicious 
start Tuesday in Houston. The pro- 
gram was repeated at San Antonio 
Wednesday and at Dallas Thursday. 

The Houston morning session was 
called to order by President Roy Cox. 
Group singing was led by Buster Dees, 
Northwestern National. The dominant 
theme was effective selling through 
service, recognition of opportunities, 
meeting problems, and presenting in- 
adequacy of life insurance owned. 

Paul Dobson, now of Equitable Life 
of Iowa, at Minneapolis, presenting the 
subject “Agent and His Public Rela- 
tions’ was introduced by Homer 
Hewitt, Northwestern National, with 
which company Mr. Dobson was con- 
nected until recently, urged the render- 
ing of service before selling through in- 
telligent program work. Such technique 
changes a mediocre producer to a leader. 
Easy selling in the twenties, he said, 
made for ignoring public relations. In 
the thirties came the elimination of com- 
petition of other investments such as 
bonds and stocks due to the realization 
that life insurance is one safe place for 
savings and investment with low inter- 
est rates. 


Agent’s Responsibility Remains 


The Life Insurance Institute came 
into the field but the chief problem of 
public relations remains with the indi- 
vidual agent. 

Success, he said, requires building 

good will and confidence through ser- 
vice which creates referred prospects 
and low cost prospecting and sales. Suc- 
cess requires zest for work, morale, be- 
lief in the importance of work, giving 
ultimate satisfaction through fitting 
needs and solving problems. to reach 
goals, thus building a clientele. 
_ Dewey Mason, Aetna Life, Syracuse, 
introduced by Joseph Smith, Aetna 
Life, developed that new agents will sell 
more when they are possessed of zest, 
knowing little of objections and com- 
petitive considerations. 

The Houston Leaders Round Table 
luncheon was addressed by Allan C. 
Bartlett, Houston “Press” editor. He 
paid tribute to life insurance and agents 
in a highly competitive work calling for 
enthusiasm, courage and sacrifice with 
a willingness to serve to the utmost. 
Frank Freed served as chairman. 

At the afternoon session F. G. Bray, 
New England Mutual, state president, 
paid tribute to Trustee Jul Baumann, 
Pacific ‘Mutual. 


Defense Bond Appeal 


O. Sam Cummings, Kansas City Life 
outlined the part of insurance men in 
defense bond sales. They are experi- 
enced salesmen, not amateurs. Frank 
Schofield of Austin, in charge of sales 
for the state, made an eloquent appeal 
for cooperation of insurance men. 

Mr. Baumann introduced Herbert A. 
Tiedges, or of Iowa, Kansas 
City, N. A U. secretary, who took 
as his theme “Let "Em Buy.” He urged 
insurance men to get an abiding faith 
that there will be an America in future 
years. He stated that there has never 
been a disaster in life insurance and that 
unless the government collapses there is 
no such peril ahead and collapse of the 
government would make all valueless. 
He urged making buying life insurance 
easy by guiding the prospect in doing 
what he wishes, as the teacher teaches 
through permitting children to play at 
house building. Talk life, he said, de- 
scribing the joys of the things the pros- 
pect wants and sell him the ball game. 


(CONTINUED ON PAGE 15) 
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Richmond Insurance “ho Grant inowers New War Economy 


Leader Dies 


Angus O. Swink, widely known life 
man of Richmond, Va., who had a 
great production record, died suddenly 
at Delray, Fla., where he was spending 
his winter vacation. At the time of his 
death, he was president of Atlantic 





ANGUS O. SWINK 


Agency, Inc. of Richmond, general 
agent for Atlantic Life. He was a for- 
mer president of that company. 

Born in Roanoke, Va., in 1885, he 
was educated in schools of that city. 
At the age of 16, he started out as a 
clerk in the Roanoke office of New 
York Life. He continued with this 
company for five years, rising to cash- 
ier in Richmond. In 1906 he became 
cashier and assistant secretary of At- 
lantic Life, then known as South At- 
lantic Life. In 1907 he was promoted 
to superintendent of agents. 

In 1909 he resigned to take over the 
general agency for Virginia and the 
District of Columbia. Under his leader- 
ship, the insurance in force with At- 
lantic Life in his territory increased 
from approximately $3,500,000 to $65,- 
000,000. At one time his personal pro- 
duction reached $4,500,000. In 1928, he 
was made president of Atlantic Life 
after he and some of his associates ac- 
quired stock control. He held this 
office until 1937 when he became head 
of Atlantic Agency. Upon learning of 
his death, Horace F. Sharp, vice-presi- 
dent of Atlantic Agency, Inc., left by 
plane for Florida to accompany the re- 
mains to Richmond for burial. Mr. 
Swink had not been in the best of 
health for several years, though he had 
continued actively at work most of that 
period. 





Canadian Ordinary Up 17°, 
for Year, 40°/, in December 


TORONTO—Ordinary life sales in 
Canada and Newfoundland in 1941 in- 
creased 17 percent, totaling $428,915,- 
000, according to the Canadian Life In- 
surance Officers Association. Detailed 
sales by provinces were: 


British Columbia $ 29,361,000 





pe a ere 19,206,000 
Saskatchewan ........ 13,174,000 
IE SoRos-s oS wae so's 25,528,000 
CO ee ee ee eee 190,666,000 
MDND EE fog orn hs eres aibig Sasol Oboe 114,767,000 
DOW BPUNBWICK  o.ses es 6occ 11,174,000 
EONAR RENNIN. 5.05 0 oe -s2a0k wo auete Oe 17,210,000 
PeIMCE P00. TB kkcesicceec ae ca’ 2,754,000 
MOWAOUNRGIANG ...:.<:. vise ce sev es 5,075,000 

WORE Co se SGrewe eeu eee $428,915,000 


December sales were ahead 40 per- 
cent totaling $47,172,000. The figures 
are reported by 18 companies, repre- 
senting 85 percent of the business in 
force. 


Prophets of Gloom 


Cites Figures to Show Why 
War Conditions Will 
Not Depress Business 


KANSAS CITY—A vigorous answer 
to those who see nothing but gloom 
ahead was offered by W. T. Grant, presi- 
dent of Business Men’s Assurance, in his 
address before the mid-year meeting of 
the National Association of Accident & 
Health Underwriters. 

In taking up the effect of the war, he 
cited the experience of his company in 
the period of the former war, stating that 
its business in 1917 increased 30 percent 
over the previous year. In 1918 it was 
180 above 1916 and in 1919 200 percent. 

On the general economic situation, he 
said the depression of the last decade 
cost tremendously more than the highest 
estimate so far made as to the cost of 
the present war. The TNEC estimated 
that the depression cost 119 billion in 
wages and salaries alone, 38 billion in 
prices of farm products and 20 billion in 
decline in investments, or a total of 177 
billion chargeable directly to the de- 
pression. In addition the deflation of 
values in farm and other property prob- 
ably amounted to half as much more. 


75% Drop in Auto Production 


Many people are disquieted by the 
cessation of automobile production and 
cutting down on the use of cars. Mr. 
Grant pointed out that from 1929 to 1932 
automobile production dropped from 5,- 
350,000 to 1,370,000, or nearly 75 percent. 

The national income last year was 92 
billion plus. From 80 billion in 1929 it 
dropped in three or four years to less 
than half. It is estimated that in 1942 
it will be 100 to 111 billion. Even if half 
of this were devoted to the war effort, it 
would leave 55 billion against 40 billion 
in 1932. 

Another great source of worry is the 
increase in the national debt, which has 
now reached the record total of 59 bil- 
lion. Even if it should go as high as 
100 billion, Mr. Grant pointed out that 
it would amount to only one years na- 
tional income and that a man earning 
$5,000 a year would not hesitate to bor- 
row $5,000 to buy or build a home. In 
fact few men whose debts do not exceed 
their annual income would worry about 
them. 

Mr. Grant, who recently spent some 
time in Washington in his capacity as 
president of the Kansas City chamber of 
commerce, spoke briefly of conditions 
there, giving assurance that production 
work will be much more greatly stabil- 
ized under the recent reorganization. He 
said that prospects who have been dis- 
turbed about the situation now can be 
reassured. 


Great Possibilities Ahead 


He reviewed conditions in the days 
when he entered the business, mention- 
ing the extent of limitations and excep- 
tions and the resulting unfavorable atti- 
tude of the public, and pointed out the 
great change which has taken place in 
that respect. He took up the great in- 
crease in premium volume but said there 
is still a great field to be covered. 

He emphasized the great increase in 
employment and especially the large 
number of women being added to the 
payrolls. He declared that they are ex- 
cellent prospects. 

Taking up the feeling of some men 
that they should be on the firing line or 
in some activity that seems more war- 
like, he declared that insurance sales- 
men are making a valuable contribution. 
That task is to do a better job, do it 
more efficiently, put in longer hours. 

“Are we willing to take on this added 
responsibility?” he asked. “I believe we 
are:’ 


Calls tor Varied 


Way of Protection 


CINCINNATI—In his discussion of 
agency management under a war econ- 
omy before the Association of General 
Agents & Managers, W. E. Hays, di- 
rector of agencies New England Mutual, 
pointed out that the current situation 
can and should be capitalized on by lite 
men and used as an opportunity for more 
sales right now. 

Shifting company policy and indica- 
tions that war clauses will become more 
rigid can be made a sales point rather 
than an obstacle, because Americans love 
a bargain, he stated. Recommending 
more frequent meetings to help maintain 
the agent’s spirit, Mr. Hays cited the fine 
results in Canada under war conditions 
and pointed out that in the face of much 
greater taxes and war effort, Canadians 
increased life insurance sales over 10 per- 
cent last year. 

For the inflation minded individual he 
recommended selling a special policy for 
this purpose alone—on top of one’s pres- 
ent program. As to the constantly 
shifting good markets for life insurance, 
he urged that agents work only on those 
types of prospects for which they are in- 
divdually fitted. “Get a real understand- 
ing of the situation in your community,” 
Mr. Hays recommended, capitalize on 
it and 1942 will be your best year be- 
cause of the vast increase in national in- 
come which he predicted will mean a 
great increase in national savings this 
year. 


Record of 1941 
Ordinary Sales 
by States Given 


In the following table is given the 
Research Bureau figures of ordinary 
sales by states and the ratio of 1941 
sales in each state to the 1940 record. 











Sales Ratios 
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Ohio State Life Pays Extra 


Ohio State Life has declared its usual 
quarterly dividend of 13 cents and an 
extra of 8 cents per share. 
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Give Important 
Decision on 
Settlement Option 


Conflict Between “Second 
Takers” and Beneficiary’s 
Estate Is Resolved 


ALBANY—tThe right of a_benefici- 
arv to elect a settlement agreement and 
make provision for payment to others 
on her death and at the same time re- 
serve to herself the right to withdraw 
from the account and to receive the in- 
terest has been upheld by the United 
States circuit court of appeals, second 
circuit, in a decision which is consid- 
ered to be one of the most important of 
this type in the last decade. 

The case hinged on whether such an 
arrangement violated the statute of 
wills, for if it had been equivalent to 
a testamentary disposition the proceeds, 
on the beneficiary’s death, would have 
had to be paid to the estate and not to 
the persons named in the settlement 
agreement. If the decision had been the 
other way there is a possibility that the 
companies might have to pay double if 
they had previously paid the persons 
named in the settlement agreement. 


Company Interpleaded 


The case was that of Mutual Benefit 
Life v. Ellis et al. The persons named 
to receive the proceeds on the bene- 
ficary’s death claimed the proceeds after 
her death, as did the beneficiary’s es- 
tate. The insurance company left the 
question up to the federal district court, 
and its decision was upheld on appeal. 

The appeals court pointed out that 
even if the beneficiary had not elected 
an option there was “nothing to pre- 
vent her from making a new agreement 
with the company embodying the terms 
of the certificate and providing that the 
principal of the policies should be paid 
to her husband’s three sisters, whose 
rights would not be derived from the 
policies or through the exercise of the 
options but from the new agreement.” 
This is an extremely important point 
for those companies which permit se- 
lecting settlement agreements outside 
of the policy option provisions and for 
companies whose policies do not have 
options. 


Credit to Albany Attorney 


Credit for getting this theory upheld 
is due largely to Harry A. Allan of Al- 
bany, who represented the beneficiary’s 
three sisters-in-law. Orville F. Gra- 
hame, associate counsel of the Massa- 
chusetts Protective group of companies, 
consulted with Mr. Allan on his court 
of appeals brief. Mr. Grahame, an au- 
thority on settlement options, read a 
paper before the legal section of the 
American Life Convention in 1936 en- 
titled “Dispositions under Supplement- 
ary Contracts.” 

While there would not in every case 
be a conflict between the “second 
takers,” under the policy and the estate 
itself, there might be conflicts where 
those claiming on behalf of the estate 
were creditors, executor or administra- 
tor, heirs, or legatees, tax authorities 
and the like. 


Walker Is Buffalo Speaker 


Harlan W. Walker, Buffalo manager 
of Travelers, talked on “Business Insur- 
ance” at the January meeting of the 
Buffalo C.L.U. chapter. Maurice L. Ta- 
bor, president of Calvin S. Elliott Co., 
will discuss “Taxes” at the February 
meeting. 


Death of Roger Hull 


Removes Association Leader 


Although Roger B. Hull, managing 
director and general counsel of the Na- 
tional Association of Life Underwrit- 
ers, had been unable to carry on his 
work for the past five months due to 
illness, that his condition was critical 
was not generally known and hence his 
death at his home last Friday came 
as a shock to the multitude in the 
business that knew him. Mr. Hull had 
been forced to enter a hospital just 
prior to the annual meeting of the Na- 
tional association in Cincinnati last 
September and hence was not able to 
attend that gathering. 


Was Outstanding Speaker 


Mr. Hull will be remembered as a 
man of towering physique, a command- 
ing figure, a fervent speaker. Until 
about 1937, Mr. Hull was on the cir- 
cuit a great deal of the time, visiting 
local associations and making addresses. 
He composed several very forceful 
messages which he repeated at jnsur- 


ance and other gatherings throughout 
the country dozens of times and for 


which he became famed. Through these 
visits he kept in touch with the local 
units of the National association and 
also achieved splendid public relations 


results through his addresses and the 
publicity that was given to them. In 
the last few years, however, Mr. Hull 


had confined himself more to headquar- 
ters work and to handling assignments 
in Washington. During the first sev- 
eral years that he was managing direc- 
tor and general counsel he always gave 
the closing message at the annual con- 
vention of the N.A.L.U., and he al- 
ways rose to stirring heights on those 
occasions. Mr. Hull enjoyed the social 
aspects of his work when he was able 


to relaax and he was particularly fond 
of a game of cards after a strenuous 
day of meetings. 

Mr. Hull was born 
Mass., in 1885. He graduated 


in Greenfield, 
from 





ROGER B. HULL 


Harvard Law 
started 


Yale in 1907 and from 
School in 1911, whereupon he 
in the practice of law in Boston. 

In the same year he was admitted 
to the New York bar and the following 
year he was appointed assistant attor- 
ney general of Porto Rico and later be- 

(CONTINUED ON PAGE 12) 








| for $2,500 of Ordinary Life. 


nary Life. 


of duty at Pearl Harbor. 


daughters. 


to receive 
| throughout 
| $49.90. 


additional $4,960.22. 


+ 


WILLIAM H. KINGSLEY 
Chairman of the Board 


PEARL HARBOR 


What the tragedy at Pearl Harbor meant to the United 

States as a whole we all know, for our Nation is at war. 

| can only surmise the complications in the lives of the hundreds 

of individuals directly involved by family ties. 
have some factual information about one of those families, 

| because the head of the family was one of our policyholders. 


In 1930 he was a civilian, aged 24, when we insured him 


| civilian when he increased his insurance by more Ordinary 
Life, this time with a Convertible Income Agreement provid- 
ing $6,840 of term insurance along with the $5,000 of Ordi- | 
On December 7, 1941, he was a member of the 
United States Navy Reserve when he lost his life in the line 


His life insurance beneficiaries were his wife and two | 
By -the terms of the first policy they have re- 
ceived $457.51 in one sum, with a balance of $2,000 yet to be 
distributed. By the terms of the second policy his widow is 
240 monthly income payments. 
20 years she will receive an income check for 
These monthly payments, already begun, will con- | 
| tinue until November 7, 1961. 


| THE PENN MUTUAL LIFE INSURANCE CO. 


INDEPENDENCE SQUARE, PHILADELPHIA 


We 


But we do 


Five years later he was still a 


Every month 


And then she will receive an 


‘ | 


JOHN A. STEVENSON 
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Sales Continue af 
Good Clip After 
War Clause Rush 


Intensive Sales Activity 
in the Field Is Showing 
Results 


HARTFORD — A surprising after- 
effect of the rush of business resulting 
from war-clause deadlines is the abnor- 
mal amount of business that has come 
in on applications submitted after the 
war clauses became effective. It would 
be expected that there would be a slump 
in production not only because agents 
had exhausted all their prospects before 
the deadline but because prospects might 
be less willing to buy a policy with a 
war clause. 

While many people bought insurance 
so as to get in ahead of the war clauses, 
apparently the imminence of the war 
exclusion had less to do with the buying 
wave than had been supposed. The 
extreme activities of life agents in seeing 
prospects and giving them a good reason 
to buy evidently had much to do with 
the wave of business. 


Had Deferred Buying 


Probably a good many of the appli- 
cations that have been coming in since 
the deadline are from individuals who 
had been approached before the war 
clauses went into effect but for some 
reason had deferred purchasing, for the 


time has been too short since war 
clauses went into effect for many of 
these prospects to be brand-new. In 


quite a few cases, particularly where the 
applicant is a man of means and has 
been more interested in getting exactly 
the right insurance setup than in avoid- 
ing a war clause which would probably 
be of no material effect, buyers have 
deliberately delayed purchasing even 
though they knew they could not get 
insurance without the clause if they 
waited. 

Apparently excluding the war hazard 
makes less difference than had been 
believed in the prospect’s sales resist- 
ance, while the important factor seems 
to be the intensive sales activity of the 
field. The abnormally large amount of 
business that has come in since the war 
clauses went into effect can be due only 
to the intensive work of the agents, for 
in these cases no credit for the sale can 
be given to an approaching war clause 
deadline. 


W. M. Trostle of Cleveland 
Writes Over $2,000,000 


CLEVELAND—By producing over 
$2,000,000 in life insurance during 1941, 
Wayne M. Trostle, Massachusetts Mu- 
tual Life, becomes the sixth Cleveland 
million dollar producer. 

Mr. Trostle practiced law in Cleveland 
for nine years before joining the Massa- 
chusetts Mutual Life. Because of his 
legal background and training, Mr. Tros- 
tle has specialized in estate planning, 
taxation and pension trusts. 





Mutual Life War Bond Plan 


Mutual Life has set up a payroll de- 
duction plan for the purchase of war 
bonds by employes and field representa- 
tives. As to agents, any deductions 
authorized will be made against com- 
missions due. 

President L. W. Douglas of Mutua) 
Life is chairman of the Greater New 
York committee of the New York de- 
fense savings staff. 
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Robinson New Head 
of Canadian Group 


McNairn Reports on Vital 
Issues at Life Underwriters 
Gathering 

TORONTO—Frank Robinson, Mu- 


tual Life, Montreal, was elected presi- 
dent of the Life Underwriters Associa- 


tion of Canada at the annual meeting. 
He succeeds H. O. Wright, Monarch 


Life, Saskatoon, who becomes honorary 
president. John A. Witherspoon, Nash- 
ville, Tenn., general agent John Hancock 
and president National Association of 
Life Underwriters, was elected honorary 
vice-presideni. 

Provincial vice-presidents elected are: 
Prince Edward Island, F. W. Hyndman, 
Great-West Life, Charlottetown; Nova 
Scotia, J. D. Vair, Sun Life, Halifax; 
New Brunswick, F. W. Girvan, Domin- 
icn Life, Moncton; eastern Quebec, M. 
L. Nadeau, Travelers, Quebec City: 
western Quebec, J. A. Rouleau, Conti- 
nental Lite, Sherbrooke; northern On- 


tario, S. B. Simmonds, Continental Life, 
Sudbury; southwestern Ontario, W. E. 
Hamilton, Sun Life, Guelph; eastern 


Ontario, F. K. Williams, Prudential, 
Oshawa; Manitoba, J. N. Mooradian, 
Metropolitan, Winnipeg; Saskatchewan, 


\V. E. Gray, Saskatchewan Life, Saska- 
toon; Alberta, L. Nickolls, London 
Life, Edmonton; British Columbia, F. 


L. Mitchell, Dominion Life, Vancouver. 


Other New Officers Elected 


C. V. Earl, Sun Life, Toronto, be- 
comes board chairman; J. C. Ross, Trav- 
clers, Toronto, honorary treasurer; J. M. 
Tory, Sun Life, Toronto, honorary sec- 
retary; registrar of the Institute of 
Chartered Life Underwriters is F. C. 
Hoy, Canada Life, Toronto; : 
executive council of institute, F. Tay- 
lor, Mutual Life, Toronto; ile 
chairman, G. H. Donaldson, London 
Life, Toronto. 

Membership rose from 2,256 at the 
end of 1940 to 2,813. It was noted 241 
members joined the active forces, but 
their memberships are retained in good 
standing. 


99 


Agents’ Remuneration Discussed 


The question of agents’ remuneration 
was discussed by C. V. Earl, Sun Life, 
board chairman. Conditions have been 
alleviated by mounting life insurance 
sales, but Mr. Earl expressed hope during 
the favorable times steps will be taken 
to stabilize agents’ incomes. Life agents 
again will take an important part in the 
Dominion war loan campaign which 
starts in February. Proposed rationing 
of gasoline may cause hardships for 
many life agents, but Mr. Earl said all 
are willing to make essential sacrifices. 
He said a letter was sent to Canada’s 
oil controller asking that the important 
nature of the life agents’ work be ap- 
preciated and their transportation needs, 
particularly in rural sections, be given 
equal consideration with needs of others 
using automobiles for business purposes. 


Hope for Reconsideration 


The board hopes for further consid- 
eration by authorities at Ottawa of a 
proposal to allow special exemption for 
life insurance proceeds from the Domin- 
ion succession duty act. 

A. Gordon Nairn, association field su- 
pervisor, reported there had been marked 
improvement in the agency situation al- 
though enlistments and war industry 
absorption have depleted the ordinary 
agency force by about 20 percent. He 
does not regard this as a serious trend, 
particularly if production volume is be- 
ing maintained. 

Women Seek Agency Status 

Applications have been received in 
some parts of Canada from married 
women who wish to become life agents. 
Mr. Nairn stated war exigencies may 
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sane to ead 
for Six Months Period 








LEWIS W. DOUGLAS 


Lewis W. Douglas, president of the 
Mutual Life of New York, has been 
granted a leave of absence by his com- 
pany for a six months period to work 
with W. Averell Harriman, minister to 
Great Britain and lend-lease expeditor. 
Mr. Douglas plans to remain in this 
country for a few weeks to familiarize 
himself with the duties ahead of him. 
He served as director of the budget for 
about a year and a half under Presi- 
dent Roosevelt. He is a former Con- 
gressman from Arizona. 

Executive Vice-president A. E. Patter- 
son has been appointed temporary head 
of the company to serve during the ab- 
sence of President Douglas. During his 


stay, however, in the government serv- 
ice Mr. Douglas will be available for 


consultation by his associates in the 


Mutual Life as far as possible. 


require their employment but he believed 
the time has not yet arrived. 

Mr. Nairn commented on the state- 
ment made recently by Superintendent 
x D. Finlayson of the Dominion that 
the Alberta government's act putting it 
in the life insurance business does not 
contain the customary clause that claims 
are payable in currency of Canada. The 
superintendent said this was “an omis- 
sion which may have far-reaching impli- 
cations.” Mr. Nairn said presumably Mr. 
Finlayson had in mind the possibility 
that claims might be paid in script is- 
sued by Alberta. 


Nebraska Proposal Would 
Tax Societies’ Intangibles 


A law change frankly aimed at Wood- 
men of the World, Omaha, is contained 
in a proposal in petitions being circu- 
lated in Nebraska to vote on changes 
in the intangible tax law at the Novem- 
ber election. The change in question 
would call for taxing assets of fraternal 
and charitable organizations where the 
property is not directly used by the so- 
ciety. Woodmen of the World operates 
what is alleged to be a profitable broad- 
casting station, which is not taxed, and 

various other properties, 

Some months ago Tax Commissioner 
Brady asked for an opinion from the 
attorney general as to whether any part 
of the W. O. W. assets were taxable, 
and was informed they were not. In- 
surance Director Fraizer said Commis- 
sioner Brady discussed with him ques- 
tions of salaries and payment of pen- 
sions and bonuses by the society, but 
that no complaint had been filed after 
the status of the society as a fraternal 
had been determined by reference to the 
statutes. 
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War Is Bringing 
Sense of Values 


Editor Hanna Says 
Racketeer Hazard to Life 
Insurance Is Greater 


“ 


Nature is a “silent third party” which 
is bringing the nation back to funda- 
mentals, and at a price is preserving our 
way of life, Phil Hanna, business editor 
of the Chicago Sun, told the Chicago 
Association of Life Underwriters at a 
luncheon meeting. 

“This country is not going to Hell,” 
he declared, “but it is going through 
Hell in relearning a few fundamentals. 

“No man is smart enough to outsmart 
nature and outguess nature so that he 
can tell with any accuracy what is com- 
ing, 


Bringing Sense of Values 


“We can’t have national defense and 
everything else along with it. War has 
a way of taking a reformer and making 
a human being out of him. It takes the 
wind out of bluff. It is teaching the 
farmers, for instance, that there isn’t any 
practical difference between dollar corn 
in 10-cent dollars, and 10-cent corn in 
dollar dollars. 

“We have been trying to prepare the 
nation ever since 1929 without giving up 
our ease. We have been asleep on a 
cushion of ease, but are now in the 
process of waking up. Bandit nations 
have a contempt for civilized nations. 
It is worthy of note that only the civil- 
ized nations are at war today.” 

Mr. Hanna said life insurance people 
ought to devote some time to politics, 
as well as to company management and 
selling. here are forces at work such 
as the racketeers and other “termites” 
who want to get their hands on insur- 
ance funds. He touched on the CIO 
organizing among industrial life com- 
panies’ agents and said the investment 
side of life insurance has nothing to do 
with the collective bargaining mission 
that nominally actuates the labor group. 


War Hazard Not the Greatest 


“The hazard of war to insurance is 
less than the attacks of the modern rack- 
eteers who want to control insurance 
without having any responsibility,” he 
said. 

Protection of policyholders demands 
paying close attention to this hazard, 
Mr. Hanna said, for if the racketeers get 
in control of insurance all rules of diver- 
sified investment will be repealed. He 
pointed out that U. S. bonds depend 
upon the earnings of corporations. The 
ultimate aim of the radicals is to drive 
the profit system out of America. 

A real campaign of education of pol- 
icyholders to these dangers and to the 
reasons for the strength of life insurance 
should be a most effective means of 
forcing the racketeers to keep hands off, 


for when 66,000,000 people speak the 
politicians listen. Editor Hanna_ said 
the life insurance institution has been 


the victim of being so successful that 
the people have taken it for granted 
without knowing the reason why it was 
a good thing to own. He said during 
the T.N.E.C. investigation of life in- 
surance he received many letters from 
subscribers who applauded the inquiry. 
They showed clearly they did not under- 
stand the principles involved. 


Situation Demands Work 


The people should have the invest- 
ment side explained to them. Life agents 
and all others in the business should de- 
vote some time regularly to fighting the 
elements which are seeking to weaken 
insurance by legislation. He noted a 
passage in the national budget report 
early in January referring to an effort 
to correct inequality in taxation due to 
some preferred companies such as life 
insurance being largely exempt. If in- 
surance is to be taxed unfairly, he com- 


Perry Urges Agents 
to Advise Younger 
Men Wisely 


Maximum diligence of agents in ad- 
vising men of military age regarding 
their life insurance was urged by 
President B. J. Perry of Massachusetts 
Mutual Life in a letter to the field 
force. 

“It is our responsibility to offer the 
soundest of life insurance advice to the 
men who have joined or are about to 
join the armed forces, and who will do 
the nation’s fighting at the battlefronts. 
There may be an occasional case where 
a man in the service, having fully 
availed himself of his privilege to buy 
government insurance, has the means 
and the desire to buy additional new 
coverage—if for no other reason than 
as a hedge against loss of insurability 


during his war service. In any such 
case, the application should be accom- 


panied by a letter assuring the company 
that the applicant has availed himself 
of his privileges as to government 
coverage. 


Have Only Limited Means 


“The great majority of men in the 
service, however, will not have the in- 
come to pay premiums on _ additonal 
new life insurance after taking advan- 
tage of available government coverage. 
While this does not mean that in typi- 
cal circumstances they should sacrifice 
the advantages of policies already in 
force, in order to purchase government 
insurance, it is obviously in the interest 
of these men, before purchasing other 
new policies with restrictive war clauses 
necessarily attached, to purchase gov- 
ernment insurance to the extent avail- 
able and within the limit of their abil- 
ity to pay.’ 

Life insurance has continued its prog- 
ress as a service institution, notwith- 
standing wars, Mr. Perry said. He re- 
ported payments to policyholders and 
beneficiaries by American companies 
during war years, were 1861, $2,500,000; 
1898, $146,000,000; 1917, $590,000,000; 
1941, $2,550,000,000. Death claims 
alone, he said were approximately a bil- 
lion dollars last year. 


mented, that is vitally important to 
agents, company executives and policy- 
holders. He suggested agents publish 


weekly or monthly news letters to send 


to policyholders explaining these cur- 
rent issues, 
Another move is seen in a device in a 


bill which would permit the government 
to step in and buy up its own bonds to 
maintain their market value at a desired 
level. 

Life insurance people are placing too 
much emphasis at this time on the de- 
structive aspects of war, Mr. Hanna 
said, and not enough on the changes for 
the better which may result. 


Sense of Self-preservation 


“The people are turning instinctively 
to life insurance. They have bought it 
without knowing how it was designed 
to cope with conditions such as those 
which we face now. How many more 
millions of life insurance would have 
been sold if the cardinal principles of life 
insurance had been thoroughly explained 
instead of merely the technicalities! 

“This lack of real knowledge by the 
people of the sound foundation of their 
life insurance has made it possible for 
the political demagogues to attack in- 
surance.” 

W.N. Hiller, association president, in- 
troduced leaders in the defense bond 
drive and said he planned to sell six 
salary deduction defense bond plans in 
the week. Edward Sees, Metropolitan, 
and George Huth, Provident Mutual, co- 
chairmen of the bond campaign, spoke 
briefly. Louis Behr, Equitable Society 
“millionaire,” introduced Mr, Hanna. 
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Box our nation is vigorously defending it- 


self against external aggression to assure the freedom 










of its institutions and to guarantee the independence 


of the American way of life. As component parts of 


| FINANCIAL 
SELF 
DEFENSE 


this vital defense effort it is the duty of every man and 
woman, not only to share their collective responsi- 


bilities for the protection of all, but to look 












& with an equal degree of thoroughness to 
a their individual security, i.e., Financial Self- 





e Defense. 











Our National Defense is following y gs TOTAL 


definitely organized plans. Financial Self- y 


Defense also requires careful planning. w <x NATIONAL 
Equitable representatives will continue in 
DEFENSE 


1942 to feature the Society's Estate Plan- 


ning Services as a means of assuring finan- 





cial security for America's families and individual old- 





age independence. 





THE EQUITABLE LIFE ASSURANCE SOCIETY 
OF THE UNITED STATES 


393 Seventh Avenue, New York Thomas |. Parkinson, President 
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Accident-Health 
War Problems Up 


Application of War Clause, 
Replacing Agents 
Discussed by Conference 


Discussion at the mid-year meeting 
of the Health & Accident Underwriters 
Conference in Chicago last week cen- 
tered on the effect of war on accident 
and health insurance and the interpreta- 
tion and use of the war risk exclusion 
clause in accident policies. 

Due to the suddenness with which war 
was declared, thus altering the coverage 
of millions of accident policyholders in 
the United States, and the lack of any 
comparable experience in the history of 
accident insurance in this country, it was 
apparent that further time will elapse 
before there is any degree of uniformity 
either in the underwritng practice of 
conference companies with respect to 
the war hazards or the war exclusion 
clause, 

It was not felt that the experience in 
the British Isles afforded a sufficiently 
broad guide for the benefit of calculating 
the effect of war on accident policies in 
the United States—neither was the ex- 
perience of accident insurance in World 
War No. 1 considered quite similar to the 
situation now existing. 

The general opinion seemed to be that 
caution should be exercised until further 
experience can be analyzed with respect 
to actual war coverage for accident pol- 
icyholders, However, it was the unani- 
mous opinion that additional study in the 
next few weeks might develop a further 
liberalization of accident and health in- 
surance covering the war hazard than 
ever before—including possible coverage 
of civilians against air raids or bom- 
bardments. 


Faser Named Lamar 
Vice-president 


H. M. Faser was promoted to vice- 
president of Lamar Life at the annual 
meeting of directors. He went with the 
Lamar a year ago as superintendent of 
agencies and in six months was made 
agency director. 

“Doc.” Faser is an experienced edu- 
cator and life insurance man. He was 
founder and dean of University of Mis- 
sissippi college of pharmacy, where he 
acquired the “Doc.” He retired to give 
full time to life insurance selling, and 
when he went with Lamar Life about 
a year ago had almost $4,000,000 of per- 
sonal business in force. His only son, 
Henry Minor Faser, Jr., is general agent 
of Penn Mutual in Boston and is a 


Ci0; 


Air Raid Cover for Those 


Attending Coast Convention 


SAN FRANCISCO—To reassure 
those attending the meeting of the 
American Association of School Admin- 





istrators in San Francisco, Feb. 21-26, 
there has been placed with London 


Lloyds a policy providing $5,000 for the 
benefit for any member who might be 
killed in an air raid during the con- 
vention. The rate is 30 cents per dele- 
gate for the six-day period. 


Acts Against Unlicensed Company 
SAN DIEGO, CALIF.—At the de- 


mand of Commissioner Caminetti of 
California Radio Station XEMO has 
agreed to discontinue broadcasts of 
Westminster Life, Chicago assessment 
company, which is not licensed in Chi- 
cago. 


Whitner & Co., oldest fire and cas- 
ualty agency in Atlanta, has opened a 
life department with E. P. Eve, Jr., as 
manager. 
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Equitable of lowa Sincnnes 75th 
Anniversary; Sturdy Past Recalled 


Equitable Life of Iowa was 75 years 
old on Sunday. Officers and employes 
celebrated the anniversary at a dinner 
dance earlier, at which 400 were in at- 


tendance including members of the 
board and Charles R. Fischer, Iowa 
commissioner. F, W. Hubbell, president 


of Equitable, was toastmaster. 

A large birthday cake, decorated with 
75 candles and a model of the home 
office building, served as the centerpiece 
for the head table. 

Equitable Life was incorporated by 
the late Frederick Marion Hubbell, 


Equitable 
ee Lite 





investments of Equitable, however, were 
profitable from the first and the policy- 
holders were paid a dividend at the end 
of the first year of operation. Each 
year thereafter, for a total of 75 years, 
Equitable Life ‘has continued to pay an- 
nual dividends to its participating policy- 
holders. 


Position After 20 Years 


At the end of 20 years the company 
had $2,520,416 of insurance in force and 
assets of $664,656. In 1898 the insurance 
in force had increased to $10,091,959 and 


sit 





In the picture of the cake cutting ceremony are: 
Fischer, Iowa commissioner; President F. W. Hubbell; 


B. F. Kauffman, trustee C. R. 


J. A. Sweetser, trustee; and 


P. M. Henry, vice-president and general counsel. 


grandfather of the president. It was 
named after the oldest legal reserve life 
insurance company in the world, Equita- 
ble Life Assurance Society of London, 
England. With one exception it was the 
first legal reserve company to be 
tablished west of the Mississippi. 


P. M. Casady First President 


The soy ed war cries of the Sac 
and Fox Indians still echoed in the 
Iowa hills when Mr. Hubbell and a 
small group of his pioneer Des Moines 
business associates founded Equitable— 
an outpost of finance in a largely un- 
developed land, the vast reaches of 
which were just then being probed by 
the railroad. As Mr. Hubbell was only 
28 years of age at the time, he declined 
the presidency in favor of his first Des 
Moines employer, law partner and 
friend, Phineas M. Casady. Mr. Hubbell 
accepted the office of secretary, and 
Hoyt Sherman whose residence was 
later to become known as Hoyt Sher- 
man Place, became the first actuary. 

On Feb. 9, 1867, Policy No. 1 was 
issued on the life of Mr. Hubbell in the 
amount of $2,000. This policy remained 
in full force until Mr. Hubbell’s death 
in November, 1930, a period of 63 years. 
A total of $210,700 of new life insurance 
was written during the first year and at 
the close of 1868 the company’s second 
annual report showed $427,300 insurance 
in force and assets of $126,945. 

Life insurance in America was then 
a young and somewhat unknown insti- 
tution. The oldest of the eastern com- 
panies had less than 35 years of experi- 
ence at that time. Additionally, the mid- 
dle west was essentially a pioneer 
country. Des Moines had a population 
of but 7,000 and had only enjoyed the 
benefits of railroad facilities for a year. 
Money was scarce and it was difficult 
for people to appreciate that a life in- 
surance company organized locally could 
be as sound, equitable and well managed 
as an older institution. Consequently, 
growth in the early years was slow. The 


es- 


the assets to $1,809,117. By 1907 the 
insurance in force was $34,854,322 and 
the assets were $6,666,604. In 1915 the 
insurance in force had passed the $100,- 
000,000 mark and by 1919 had again 
doubled to $206,883,000. 

Insurance in force as of December 31, 
1941, was in excess of $618,000,000 and 
assets were more than $220,000,000. 

In 1941 more than $23,000,000 was 
paid out to living policyholders, bene- 
ficiaries, or added to the legal reserve. 

Mr. Casady, who was a lawyer, jurist, 
statesman and banker as well as a life 
insurance executive, served as president 
from 1867 to 1872. The second president 
was B. F. Allen, a pioneer banker and 
financier of Des Moines, the receiver for 
the Rock Island Railroad, and one of 
the 15 original incorporators of the com- 
pany. 

Mr. Allen was succeeded by Hoyt 
Sherman, who served from 1874 to 1888. 
Mr. Sherman, who was a brother of 
General William Tecumseh Sherman, 
had been postmaster, a lawyer, the 
founder and owner of a private banking 
firm, a member of the legislature, pay- 
master for the Union Army during the 
war, and an Iowa historian. 


Hubbell Served 63 Years — 


In 1888, at the age of 49, Mr. Hubbell 
accepted the presidency and served un- 
til 1907. When Mr. Hubbell relinquished 
the presidency he became chairman, in 
which capacity he continued to exert his 
influence until his death in 1930. 

Cyrus Kirk,.an employe of the com- 
pany since 1875, became president in 
1907 and served until his death in 
1912, whereupon J. C. Cummins was 
elected and served until 1919. Mr. Cum- 
mins was a lawyer and banker and a 
brother of former Senator Albert B. 
Cummins. F, C. Hubbell, eldest son of 
the founder of the company, served as 
president from 1919 to 1921, when he 
was succeeded by Henry S. Nollen, who 
had been executive vice-president since 
1913. Mr. Nollen concluded his long and 


— Clause Month 
Not Biggest One 


Disability and Settlement 
Option Decembers 
Excelled 


Although December production, stim- 
ulated largely by the imminence of war 
clause action, was sensational, it was 
mot as a good many had felt might be 
the case, the largest December on rec- 
ord. The production, according to the 
Sales Research Bureau, was exceeded 
in December, 1938, when many rate 
increases were being announced, and 
settlement options were being placed on 
a less liberal basis. Aside from De- 
cember of 1938, last December was the 
largest December for ordinary sales 
since 1931. The big production that 
month was due to the fact that most 
of the companies were preparing either 
to discontinue the sale of income dis- 
ability insurance or else to cut the 
benefits in half and introduce other re- 
strictions. 

As was reported last week, Decem- 
ber, 1941, production of ordinary was 
$879,492,000, which was an increase of 
48 percent over December, 1940. 

At the end of November, the gain 
for the year as compared with the same 
11 months of 1940 was 7 percent. The 
production in December raised the 
year’s increment to 11 percent. 





Dr. Agger Is Confirmed as 
N. J. Commissioner 


TRENTON, N. J.—The New Jersey 
senate confirmed the appointment of Dr. 
Eugene E. Agger as insurance commis- 
sioner. He succeeds Louis A. Reilly, 
who has been a hold-over for a number 
of months. 

The new commissioner has had a 
varied career of public service. During 
the first world war he was assistant di- 
rector of the division of analysis and 
research of the Federal Reserve Board. 
He has been a lecturer in the American 
Institute of Banking, assistant to the 
president of the National City Bank of 
New York, and many public service 
bodies. He i is Rutgers University econ- 
omist at New Brunswick, N. J., and he 
will not sever his connections with that 
institution while commissioner. 


Hartford Courses Open 
to Insurance People 


HARTFORD—Five of the courses of 
the Hartford Colleges of Law and In- 
surance will be open to part-time stu- 
dents, including agents, company and 
agency office employes, and others, when 
the second semester opens Feb. 2. The 
courses are accident and health insur- 
ance, inland marine coverage, wills and 
administration of estates, trusts and fu- 
ture interests, and sales law. Classes are 
held from 7 to 9 p. m. one evening a 
week. 

Howard Bromage of the agency de- 
partment of Aetna Casualty will direct 
the accident and health course on 
Wednesdays. It will cover commercial 
and group accident and health, various 
types of policies and benefits provided, 
underwriting and claim investigation. 

William S. Locke, clerk of the probate 
court, Hartford, will teach wills and ad- 
ministration of estates. 








noteworthy career as president when he 
was elevated to the office of chairman 
in 1939. 

F. W. Hubbell was elected president 
in 1939. Mr. Hubbell became an em- 
ploye of the company in 1913 immedi- 
ately following graduation from Har- 
vard, and in his 29 years of company 
association has worked in every depart- 
ment of the home office. 
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Prospects More Serious This 


Year, Congress 


KANSAS CITY—Prospects, being 
more serious-minded, the service of life 
insurance salesmen in 1942 will increase 
to more nearly adequate proportions, 
through their own attitude of mind-— 
their livelier belief in America, them- 
selves, and the institution of life insur- 
ance. 

This was the composite message of 
three speakers before a ‘““War time Sales 
Congress” of the Kansas City Associa- 
tion of Life Underwriters. The talks by 
life insurance leaders were keyed directly 
to conditions of 1942. W. L. Butler, as- 
sociation president, presided. 


Discusses Self-Organization 


P. C. French, agency director of New 
York Life in Kansas City, talked on 
“Self Organization in War Times,” say- 
ing that back of the three work phases 
capable of improvement which he out- 
lined, and much more important than 
war clauses, was the matter of what 
agents have in their minds. The three 
work points he stressed were exposure, 
prospecting and presentation. 

He urged sufficient exposure, enough 
time, enough times face to face with 
selected prospects, as the first very 
obvious means for improvement, no mat- 
ter how many reasons one may have to 
believe the desired volume of business 
can’t be attained. The second is ade- 
quate prospecting. This is of prime im- 
portance this year when the predicted 
national income is $110,000,000,000 to 
$125,000,000,000—and because of the 
dislocation of certain businesses, because 
of the upper income group being hit hard 
with increased taxes. But many busi- 
nesses are much better, he said, and 
many in the lower and middle income 
groups have considerable increase in in- 
comes. 

Effective Presentation Important 

The third of the three activities cap- 
able of improvement, in Mr. French’s 
list, was “effective presentation’’—pres- 
entation consciously built on the simplest 
kind of steps. This puts the prospect, 
his wife, boy and girl, if he has them, 
into the picture on the basis of his 
dreams and ambitions for them, telling 
in simple fashion the true story of life 
insurance. This story, he said, is that 
life insurance is the only way 99 per- 
cent of men may continue their income 
to those who are dependent upon their 
income. 

Mr. French linked the three points 
together, saying that being fully pre- 
pared to make an effective presentation 
will make one call on more people, and 
help to do a better prospecting job. 
Hence, to increase just a little the per- 
formance on each of the three important 
steps in success, would improve results 
tremendously. If one has in the past 
closed one interview out of 10, and 
through self-analysis can close two in- 
terviews out of 10, that’s an increase of 
10 per cent in performance—but 100 per- 
cent in results. 


Teachenor Gives Philosophy 


Dix Teachenor, million dollar pro- 
ducer of Kansas City Life, spoke on 
“Time Control.” He said in times like 
these, when men are thinking more seri- 
ously about their families and businesses, 
it especially behooves the agent to pre- 
pare carefully for his interviews, select 
prospects in view of their present-day 
situations, plan the day’s work meticu- 
lously. 

“Time is the biggest asset a life in- 
surance man has,” said Mr. Teachenor; 
“and organizing it is most essential,” he 
said. “Early in my life insurance ex- 
perience I learned that the only time 
really worthwhile to a life underwriter 
is that time actually spent in the pres- 
ence of a qualified prospect. 

“Reliable statistics indicate that the 
average agent spends no more than 58 
minutes a day in the presence of pros- 


Is Told 


pects. So the agent’s job is to so organ- 
ize his time that he will be prepared to be 
in the presence of many selected pros- 
pects daily. 


Plans His Work at Home 


“When an agent goes home at night, 
his day’s work is not done. It is essen- 
tial he plan his work for the next day, 
listing on a daily route sheet the pros- 
pects he expects to see and list them in 
such order as to save time in getting 
from one prospect to another. The days 
work must be planned from start to 
finish. Experience has shown me that 
at least 12 prospects should be listed 
daily on my route sheet in order to have 
five to six actual interviews each day. 

“The agent who puts off his planning 
at night and then starts to play solitaire 
with prospect’s cards in the morning is 
likely still to be playing solitaire after 
the biggest part of the day is past. 

“If an agent has carefully prepared 
his work the night before, he will start 
his day with greater confidence. His 
complete list of prospects is an incentive 


to making more daily interviews, which 
increases his chance of success. 

“Since my first year in the business, I 
have kept a record of my actual daily in- 
terviews as a check on myself, so as to 
not ‘kid’ myself about the number of 
actual daily interviews I had. In check- 
ing over my years of business, I find a 
definite relationship between the number 
of interviews per month and the amount 
of business written in that month, In- 
variably, during my best month, I had 
the largest number of daily interviews. 
This, I find, is the experience of all other 
underwriters who keep a record of inter- 
views and sales. 

“Tt has always been my contention 
that the number of interviews made each 
day is a greater factor in the salesman’s 
production than is his skill in salesman- 
ship, for many prospects will initiate the 
sales themselves after being solicited. 
The agent’s job is to close the business 
today and ask for a settlement. 


More Willing to Talk Now 


“How about time control in 1942? 
Even for those underwriters who depend 
on larger cases from programming, tax 
and estate conservation work, it appears 
that in 1942 more daily interviews 
among the middle income group would 
be preferable to fewer interviews among 
the higher income tax group whose 


spendable income will be materially re- 
duced by high income taxes. 

“In war time men think more seri- 
ously about the future welfare of their 
families and businesses and will discuss 
life insurance more readily, thereby giv- 
ing the agent more interviews per call. 

“The most important time saver in 
1942 will be better and more selective 
prospecting by the underwriter so as to 
spend his time with prospects whose in- 
come has increased, or at least not de- 
creased.” 

H. A. Hedges, general agent Equit- 
able Life of Iowa, secretary National 
Association of Life Underwriters, con- 
tributed an eloquent and inspiring key 
note for presentation of life insurance 
service, urging that agents build up their 
own faith and that of their prospects in 
our country and the life insurance insti- 
tution. 

Under the pressure of tragic headlines, 
and conflicting reports, many may grow 
doubtful of the traditional values of life, 
skeptical of the future, saying ‘What 
next?” And on the shoulders of the_life 
agents rests a responsibility, a very im- 
portant work—to maintain faith. It is 
not merely optimism, but facts, that lead 
to instilling into the public confidence in 
the service of life insurance. 

™This is our opportunity to test our 

(CONTINUED ON PAGE 12) 
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One of a series — Giv- 
ing facts about the 


Fidelity. 


i 





needs. 


MEDIUM OR SMALL? 


Which offers the most to a boy—a large, medium size, or | 
small college? The large college may be better staffed—__| 
have a more elaborate plant—but not every boy can take | 
full advantage of these assets. The small college is often | 
rich in personal contacts which provide character build- | 
ing and educational opportunities—but some boys suffer | 
from the limitations of staff and equipment. 


Medium size colleges have reasonably complete facili- 
ties, yet.an intimate contact with the faculty is still pos- | 
sible. For many boys they offer the most promising oppor- | 
tunity for a well rounded education. 
insurance companies, for the same reasons, provide the | 
fullest measure of success opportunities for many men. | 


Fidelity is a medium size company. 
range of policy forms necessary io meet present day 
It has more than $382,000,000 insurance in force. 
Its assets are more than $142,000,000. But nevertheless it | 
has retained the common touch with its field. | 


Operating in thirty-six states, including New York and 
the New England states, the Fidelity throughout sixty-four 
years has built a wide and favorable reputation for fair 
dealing—and for friendliness with policyholders and | 
agents alike. 


IDELITY MUTUAL LIFE 
INSURANCE COMPANY | 
PHILADELPHIA 


WALTER LEMAR TALBOT, President 








Medium size life | 


It offers the wide 
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Caveat Emptor Idea 
in Selling Fades 


Cummings Tells Chicago 
Group Professional Idea to 
Serve Well Is Better 


The life insurance agent is not a legal 
type of Jesse James using words and 
tricks instead of a gun, as he was con- 
sidered years ago, H. J: Cummings, 
vice- -president and superintendent of 
agencies Minnesota Mutual Life, de- 
clared in the opening session of the 
1942 Saturday forums of the Chicago 
Association of Life Underwriters. Phe 
old “caveat emptor’ philosophy ot 
salesmen that the buyer must beware 
or accept what happens to him is pass- 
ing and the notion is now generally 
accepted that he who serves best pros- 
pers the most. 

The professional idea is coming into 
life insurance selling by leaps and 
bounds, he said, and the National As- 
sociation of Life Underwriters has had 


much to do with promoting this de- 
velopment. 
Pays Respects to Huebner 

There was a time when it had not 


even occurred to the life insurance man 
to make claim to professional status. 
He was just a salesman. There had 
been prepared no really scientific state- 
ment as to the functions of life insur- 
ance such as Dr. S. S. Huebner later 
formulated. 

Another 
the life insurance 


attitude that is changing in 
business is that it 
can be conducted along time honored 
methods. It used to be that a life 
agent learned a certain way to operate 
and wanted to go on that way continu- 
ally. It is not being a professional man 
to sit down and ask for problems to be 
dumpe d solved into one’s lap, Mr. Cum- 
mings said. The real professional ap- 
proach is to tackle each problem and 
solve jt to the best of one’s ability, real- 
izing new problems requiring different 
solutions will occur tomorrow. 

Pearl Harbor, he said, changed think- 
ing in a great many lines in this coun- 


try. Yet the problems facing the aver- 
age family have not changed. 3efore 
the end of this year, he said, 400,000 
wives in this country will be widows, 
war clause or no war clause. The job 
before the life agents is to do some- 
thing about alleviating this condition. 


Much Similar to 1915-18 Period 


He compared the 1915-18 period with 


the present, saying it is identical in 
pattern. The life insurance business in 
1919 rose from 3% to 6% billions in 
force and in 1920 went to 7% billions. 
The per capita life insurance in force 
no longer is $266 a head as it was 
before the first world war, but now is 
about $920. 

“If you go into a blue funk with 
facts like that,” he said, “I say you 


simply don't want to work. I defy you 
to tell me you're working religiously 
on new prospects and not writing some 
business. 

“Payrolls are 25 percent greater than 
in 1941 and are expected to go up five 
or six billion this year. So we expect 
the payrolls to exceed the total national 


income of only a few years ago.’ He 
said the pay per hour for many types 
of workers has gone up greatly. This 
vear the United States will see its 
largest national income in history, ex- 
ceeding $100,000,000,000. There will be 


less labor trouble. There also will be 
less commodities for people to buy with 
their enhanced income and therefore a 
larger expendable surplus that could 
be applied to buying life insurance. 
Gives Formula for Future 

“The question of the continuing 
existence of the life insurance agent de- 
pends on his willingness to think and 
function as a professional man, taking 


AeNATIONAL UNDERWRITER — 





January 30, 1942 








Hint Government 
War Protection 


for Civilians 


WASHINGTON — As the senate 
committee on banking and _ currency 
began its hearings here Tuesday on the 
Wagner bill to set up a fund of $1,- 
000,000,000 to insure property against 
war hazards in the government's War 
Insurance Corporation, Miss Jane M. 
Hoey, director of public assistance of 
the Social Security Board, revealed that 
her organization also is studying a 
broad program of benefit payments and 
personal and property insurance for 
civilians. 

Miss Hoey said she could not reveal 
details of the program but that its fea- 
tures include _benefit payments for 
civilians injured and insurance on prop- 
erty damaged by enemy action. 


Ky. Lobbyists Registered 


LOUISVILLE — Among’ insurance 
men registered as lobbyists at Frankfort 
for the 1942 session of the legislature 
are: Lewis Y. Johnson, Jeffersontown, 
Ky., representing Louisville Casualty & 
Surety Association and J. Verser Con- 
nor, Louisville, Association of Life In- 
surance Presidents, 


Prudential Lady Riflemen 


With 250 already enrolled, the first 
course of rifle instructions for women 
members of the Prudential Insurance 
Company Athletic Association started 
Saturday morning at Maplewood, N. J. 
Clarence Hamm of the auditors depart- 
ment is in charge of arrangements. He 
holds the 1940 award in the eastern rifle 
championship in the mid-range metallic 
sight match. 


each problem and solving it to the best 
of his ability,’ Mr. Cummings. said. 
W. N. Hiller, association president, 
opened the session, being followed by 
G. L. Grimm, New England Mutual, 
educational chairman in charge of the 


series, who introduced the speakers. 
B. F. Bills, sales counsellor, Evanston, 
Ill., discussed how the buyer buys. 


Appointed Chairman 
of Denver Committee 

















W. LEE BALDWIN 


W. Lee Baldwin, president of the Se- 
curity Life & Accident of Denver, is ap- 
pointed chairman of the local committee 
on arrangements that will have charge 
of the Denver activities in connection 
with the annual meeting of the National 
Association of Insurance Commissioners 
in that city, mr 8-10. 


N. W. Mutual oat in 


The Georgia field force of the North- 
western Mutual under Luther Allen, 
Atlanta, general agent, held a big meet- 
ing in Atlanta to celebrate a prosper- 
ous 1941 and key up to plans for this 
year’s production effort. 


Ten producers received special 
awards for their work in 1941. George 
M. Venable, LaGrange, who is vice- 


president of the Leaders Round Table 


of Georgia, was the leader in volume 
and E. Fryer, Jr., Rome, in number 
of lives insured. 





War Clauses of Additional Insurers 





In the following table are given the 
war clause practices, in the form of sym- 
bols, this table being supplementary to 
that appearing in the Jan. 23 edition. The 
explanation of the symbols may be found 
in the preface to that table. 

In the table in the Jan. 9 and in the 
Jan. 23 edition of THE NATIONAL UNDER- 
WRITER, incorrect symbols were used to 
characterize the war clause of Lincoln 
National Life. The proper symbols are 
ABCX. The Lincoln National is  in- 
cluded in the table below. 

An error was also made in designat- 
ing the war clause of Connecticut Mu- 
tual Life. The proper symbols for this 
company are A*B*C*Z and the correct 
entry appears in the table below. 

State Mutual Life will issue a new 
and liberal war rider to replace the one 


adopted April 1, 1941. It will be retro- 
active, covering all policies issued with 
the old form of war rider. The new 
American Mutual Life.........4 A*BtC*DZ 
POMICRIS ATC © oss ae. os ack naw ADX 
Bankers Tate, Nev. osicccaancd ABCDE 
yonnecticut Mutual. .< 6 s<ss000d A*B*C*Z 
Columbian National .........4 ABCD 
George Washington Life.....4 ABC*DE 
Guarantee Mutual ......00.00% A*Btc*tF*X 
Lancoin National ....< oc. 6<d : “re La 
Eoval Proteclve: os... cecccsnc ed A*B*C*Z 


Monumental Life 
Philadelphia Life 
Security Life & 
Shenandoah Life 2 
ptate Biutual Wife... .6:5...5.0d ABCX 





forms are currently awaiting approval 
by insurance departments. 

Restrictions on military deaths are 
lifted under the new rider within the 
United States, District of Columbia and 


Canada. The aeronautics provision will 
be unchanged. 
In the case of service men, death re- 


sulting from causes sustained outside 
the U. S. and Canada and within six 
months of their return, will limit  lia- 
bility to a return of premiums plus in- 
terest and accumulations of any kind, 
or to payment of the full reserve plus 
such accumulations, whichever is 
greater. 

A two-year clause on civilian policies 
also covers travel outside these juris- 


dictions, or death within six months of 
return from causes arising from such 
travel. 


State Mutual’s new clause is included 
in the table herewith: 


M 15-36 

All 

M 16-40 

All (military and pilot training ex- 
cluded, but not civilian) 

All 

Ail (Deaths while in non combatant 


unit outside U. S. 
M 16-44 
All 


excluded.) 


All (War clause expires in 10 years; 
aviation clause, expiring in 10 


years, excludes deaths in military 
or training planes.) 

All 

M 18-36 

M&F, 15-44 


M (single) 14-44, (married) 15-35 


enemas Men 
Are Morale Wardens 
. J. Arnold Says 


Because no business is closer to the 
wellsprings of national morale than life 
insurance, all insurance men should con- 
sider themselves self-appointed “morale 
wardens” for the war’s duration, O. J. 
Arnold, president of Northwestern Na- 
tion Life said in his report before the 
company’s annual meeting. 

“Life insurance touches the lives of 
at least three-fourths of the population 
and has earned their trust and confidence 
as a dependable protector of homes and 


families,’ Mr. Arnold declared. “If mor- 
ale is a vital factor in winning this war 
—and it is—life insurance men, and 
especially the salesmen who make the 


personal contacts, have both a respon- 
sibility and an opportunity to serve that 
is given to no other group. Theirs is a 
job that is going on as usual, unatfected 
by priorities, material shortages, factory 
sliut-downs, or other dislocations that 
have hit salesmen in most other lines. 
For this reason, and because their work 
brings them close to home and family 
life, they are in position to contribute 
much to national morale while they 
carry on their daily job. 


Suggests Proper Attitude 


“As morale wardens we should fol- 
low the rules of conduct becoming all 
good citizens in the national emergency 
and should influence others to do the 
same,” he said. “We should refuse to 
give aid and comfort to the enemy by 
spreading rumors through gossip, we 
should reflect a sane and balanced atti- 
tude toward conduct of the war, and 
should avoid any taint of hysteria in 
thought or action. We should throw 
the full weight of our influence behind 
all positive measures requiring public 
cooperation with military and civil de- 
fense authorities.” 

Life insurance is justifying the peo- 
ple’s faith in their own democratic insti- 
tutions to withstand the shock of mod- 
ern war. It provides a living example ot 
the truth that tremendous power in war, 
as in peace, lies in the voluntary efforts 
of free men and free institutions work- 
ing together in a common cause. 

Premium dollars are working in 
democracy’s defense on several vital 
fronts. It is up to the life companies, 
their agents and employes to get this 
fact across to the public by every pos- 
sible means. 

Northwestern National Life, he re- 
called, took a long step toward closer 
contact with policyholders during 1941 
when it held several policyholders meet- 
ings, separate from annual meetings and 
the first of their kind, he said. While 
these have been discontinued during the 
war, the company continues to report 
to policyholders by mail, supplementing 
personal contacts by agents. 

Agents are effectively aiding i in defense 
bond sales. His own company’s agents, 
he said, have been instructed to recom- 
mend to insurance buyers low- -premium 
policies stressing life-long protection, 
rather than high-premium investment- 
type forms, and to urge that the differ- 
ence in premium be placed in defense 
bonds. 

A healthy trend toward the sale of 
more policies to people of small and 
moderate means was in evidence during 
the past year, Mr. Arnold said. 





Prudential Calls Off Its 
Annual Field Convention 


Prudential has decided to call off its 
annual field convention and 10 regional 
meetings that had been scheduled in 
the west, due to the war. The annual 
field convention customarily is held at 
the Newark head office and concludes 
with a banquet in New York. 


Order four copies of Albert Hirst’s 
“When a Man Dies” for $1 from National 
Underwriter. 
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Insurance Sales Outlook 
Promising, Rutherford Says 


James E, Rutherford, Seattle general 
agent for Penn Mutual Life and a trus- 
tee of the National Association of Life 
Underwriters, gave an optimistic size up 
of life insurance production possibilities 
this vear, in addressing the meeting of 
the Seattle General Agents & Managers 
Association. He will give much the same 
address at the meeting of the Portland 
managers, Feb. 20. Many needs, he 
pointed out, will be made more acute by 
War. 

The psychology of the people will be 
more favorable to the purchase of life 
insurance, the flow of money into the 
community assures the sale of more life 
insurance, competition of tangibles, such 
as automobiles, radios, etc., will be 
drastically reduced. If experience in the 
last war is a true guide, life insurance 
sales should multiply greatly and the 
Canadian experience in this war has 
been encouraging. Millions who have 
heretofore had the need for life insur- 
ance but not the wherewithal to pay 
for it. will become prospects because of 
their higher earnings in defense work. 


Asks Telling Questions 


Mr. Rutherford asked a number of 
questions the answer to which he said 
is a thousand times “No.” For instance, 
he asks: “Will doctors, nurses and hos- 
pitals care for a dying man and will 
undertakers bury him free of charge just 
because we are at war? Will mortgagees 
cancel the mortgage on a dead man’s 
home just because we are at war? Can 
a dead man’s widow and his orphan chil- 
dren go without food, clothing and 
shelter just because we are at war? Will 
universities feed, clothe and house a 


Michigan Underwriters Are 
Behind Department Stand 


The Michigan department’s stand 
against indiscriminate agency appoint- 
ments from the ranks of salesmen out 
of work in lines affected by priorities 
and the war effort was endorsed by res- 
olution by directors of the Michigan 
State Association of Life Underwriters 
at the midyear meeting in Detroit. 
This session was held jointly with the 
Life Insurance Council of Michigan, 
liaison body of field forces with the de- 
partment. State President H. L. Har- 
vey, Kalamazoo, Equitable of Iowa, 
presided. 

The department's stand was set forth 
by S. R. Burwell, head of the life in- 
surance division, at the Michigan Man- 
agement Congress earlier the same day. 

J. H. Kennedy, Detroit, unit super- 
visor of Equitable Society and past 
president Qualified Life Underwriters, 
Was named state association vice-presi- 
dent replacing Donald Machum, who 
resigned. 

Dr. John Findlayson, Massachusetts 
Mutual, president Ann Arbor Life Un- 
derwriters Association, announced ten- 
tative plans have been made with Dr. 
Fisher, director of extension work 
University of Michigan, to conduct a 
two-weeks’ resident course in life un- 
derwriting, tentatively set to begin 
June 22. Cost, including tuition and 
hoard for two weeks probably will be 
about $35. 

Harold Brogan, 
tional, vice-president, 
percent increase in 
membership this year. 


Lansing, Ohio Na- 
estimated a 20 
state association 


John Hancock Living Cost Bonus 


John Hancock Mutual Life in 1942 
will make an emergency payment to full- 
time employes in its home office and 
district agencies receiving salaries of 
less than $5,000 a year. Payments will 
be made in March, June, September and 
December and will amount to one week’s 
pay per quarter, with minimum for the 
vear of $60 and a maximum of $200. 


dead man’s children; will men cease to 
grow old and to die economic deaths; 
will an elderly widow be more welcome 
in the home of relatives; will a dead 
man’s widow and the surviving partner 
have no troubles; will corporations find 





JAMES E. RUTHERFORD 


long lines of capable and willing men 
ready to fill the shoes of a dead key 
man; will the government forget about 
estate taxes, inheritance taxes, income 


taxes?’ 


Mark Trueblood Gives 
Tips on “Agency Bulletins” 
LOS ANGELES —. Mark S. True- 


blood, inspector of agencies of Union 
Central Life, talking before the Life In- 
surance Managers’ Association on 
“Agency Bulletins,” said getting out the 
agency bulletin should not be a hardship, 
and that the general agent or manager 
could get a lot of fun out of writing the 
subject matter of the bulletin. 

He said it should be given the same 
type of thought that is given to the 
agency meeting, because it enables the 
general agent to put the agency meet- 
ing on paper. He offered two tests 
to determine the worth of the agency 
bulletin. The first is: “Do the agents 
read it?” Second: “Is there enough in 
it to get it read?” 

Among his recommendations were: 
“Use practical stuff, use names, get 
how stories, claims, etc.; make agents 
and office employes reporters; be pos- 
itive and aggressive, don’t raise Cain, 
don’t clip old stuff, don’t miss an issue, 
don’t take it too seriously, don’t worry 
—it’s a lot of fun.” 

It was announced that Division 3 of 
the Community Chest drive (life in- 
surance men) had raised 101.2 percent 
of its quota. 


Harry Wood, agency vice-president 
of John Hancock Mutual Life, was a 
guest. 


Production Leaders of Home Life 


Personal and agency production lead- 
ers, respectively, of Home Life of New 
York for 1941 were Paul S. Gesswein, 
New York City, and the Arthur D. Suth- 
erland agency of Detroit. Mr. Gesswein 
of the R. C. Ellis agency led the com- 
pany also in 1940, and in both years 
qualified for membership in the Million 
Dollar Round Table. 

The Sutherland agency had a 107 per- 
cent increase for the year and in October 
established a new high for business in 
any single month from one agency. Mr. 
Sutherland has been general agent of 
the company in Detroit since 1935. 
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FIFTEEN BASIC POLICIES, with more than one hun- 
dred different combinations of benefit provisions, help 
the underwriter to get additional income, and to render 
his clients a real service. Pacific Mutual has an amaz- 
ingly wide variety of accident and health coverage. 
The underwriter is able to offer his clients exactly the 
type of coverage needed to meet requirements for 
themselves and their families, and to keep that cov- 
erage constantly in line with their changing situation. 


PACIFIC MUTUAL LIFE INSURANCE COMPANY 


A California Corporation 
O.FFICE, LOS ANGELES, 
Complete Life Insurance Coverage 
Life, Retirement, Accident, Sickness and 5-Way e Participating 


and Non-participating e Mortgage Insurance, Salary Savings, 
Juvenile Insurance, Salary Continuance, and other Special Forms. 


PACIFIC MUTUAL SERVICE SINCE 1868 


HOME CALIFORNIA 
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Pension Trust Idea 
More Popular, Says 
C. Preston Dawson 


Pension irusts greatly increased in 
popularity last year among business 
men, C, Preston Dawson, New England 
Mutual general agent, New York, told 
a gathering in Detroit of agents, attor- 
neys and trust men. 

“These plans have shown increased 
acceptance especially since the passage 
of social security legislation,” he said. 
“Great progress has been made in the 
field of planning or designing these pri- 
vate pension plans. A few years ago 
the popular procedure was for a life 
company to present a general standard 
form of pension trust to management. 
This presented little chance for flexi- 
bility. 

Needs “Pension Architect” 


“The more modern concept, which I 
commend to you, is for men who are 
skillful in this field to operate as ‘pen- 
sion architects.’ Such experts bring to 
management the details of all known 
systems and assist management in de- 
signing a ‘tailor-made’ plan which fits 
exactly the peculiar characteristics of 
the corporation and its personnel. 

“The three most popular systems in 
pension planning are: first, the use of 
group annuities as offered by some life 
insurance companies; second, self-ad- 
ministered plans under which no type of 
insurance. coverage is offered, and third, 
the use of individual insurance- annuity 
contracts providing not only a pension 
benefit but sizable death benefit and 
large cash settlements available to em- 
ployes who are dismissed prior to retire- 
ment.” 


Date Set for Meeting 
of Commissioners 
Next June in Denver 


It has been decided to hold the Na- 
tional Association of Insurance Commis- 
sioners meeting June 8-10 in Denver. 
The Cosmopolitan Hotel will be the 
official headquarters. W. Lee Baldwin, 
president of the Security Life & Acci- 
dent of Denver, is chairman of the gen- 
eral committee in charge of loca] 
arrangements with Commissioner L. J. 
Kavanaugh as honorary chairman. 

Because of the war situation Com- 
missioner Kavanaugh declares that this 
meeting should be one of utmost im- 
portance. He hopes to have a large 
attendance in order that the commis- 
sioners and those in the insurance busi- 
ness may cooperate in every possible 
way to solve the extraordinary problems 
which are confronting the insurance in- 
dustry. 





Entire Agency Buys Bikes 


The staff of the Indianapolis agency 
of Mutual Benefit Life has been given 
a good deal of newspaper publicity on 
the announcement that they have all 
bought bicycles and have put up their 
cars “for the duration.” A Sunday pa- 
per there carried a group picture show- 
ing the staff and their new mounts. 
Virgil W. Samms, general agent, gets 
the hardest break in this new deal as 
he must pedal at least eight miles from 
his home to the office. 


Equitable’s Brooklyn 


Defense Project 
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NEW YORK—As an aid to the war 
effort, Equitable Society is undertaking 
the building of a large-scale garden-type 


defense housing project close to the 
Brooklyn Navy Yard to be known as 
“Clinton Hill” Thomas I. Parkinson, 


president, announced at a luncheon given 
in his honor by George V. McLaughlin, 
president of Brooklyn Trust Company, 
on behalf of the Brooklyn committee of 
the directors of Equitable. The other 
members of the committee are Edward 
C. Blum, chairman of Abraham & 
Straus, Inc., and Edwin P. Maynard, 
chairman of Brooklyn Trust Company. 

The project will provide housing for 
1,200 defense workers and their families. 
It will include ten to fifteen 12 to 14 
story apartment buildings, fireproof and 
designed in accordance with the best 
known practices obtained as a result of 
the war experiences of London and 
other cities. 


City Officials Consulted 


The project was developed after con- 
ferences with Mayor La Guardia, Presi- 
dent of the Tax Board Joseph Lilly and 
Comptroller Joseph D. McGoldrick. 

The location at Lafayette and Wil- 
loughby avenues is immediately adjacent 
to the Navy Yard and the industrial de- 
fense industries along the Brooklyn 
waterfront and is on the Independent 
Subway. 

Provisions for comfortable and gracious 
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living have been emphasized. Despite 
the moderate rent the apartments will be 
surrounded with a garden atmosphere, 
the buildings being planned to use less 
than one-third of the land. Two store 
and restaurant groups will be provided. 

Leading Brooklyn organizations and 
prominent individuals have endorsed the 
project in letters to Mr. Parkinson. 

A very great increase in the popula- 
tion has taken place in this neighbor- 
hood as a result of the defense program 
and it is expected that the population in- 
crease will be much greater in the near 
future. 


La Guardia at Luncheon 


The sites were acquired over the past 
six or eight months through the real 
estate firms of M. C. O’Brien and H. G. 
Melville of Timm & Behrens. Contracts 
were let in December and the work has 
already begun. The architects are Har- 
rison, Fouilhoux & Abramovitz. The 
landscape architect will be Col. Gilmore 
D. Clarke. Edwin E. Ashley will be 
the mechanical engineer and J. Di Stasio 
& Company are the structural consulting 
engineers. The builders will be Starrett 
Brothers & Eken, Inc. 

Among those attending the Equitable 
luncheon were Mayor LaGuardia, Su- 
perintendent Pink, Noel D. Maxcy, gen- 
eral agent for Equitable in Brooklyn, 
— M. Warren Benton, agency manager 
there: 








Plans for 1942 
Company Rallies 


The National Field club convention 
of Mutual Life of New York will be 
held at Hot Springs, Va., June 18-19. 

The 1942 President’s club convention 
of Durham Life will be held next June 
at the home office in Raleigh, N. C., 
providing the new home office building 
is completed and ready for occupancy 
at that time. If it is not ready, some 
other point will be substituted. 


Oregon Mutual Life will hold its 
Leader’s club convention at Sun Val- 
ley, Ida., July 12-15. 


Iwo Aetna Life Men 
on College Faculty 


E. M. Reed and D. W. Crowther, both 
of Aetna Life, have been appointed to 
the faculty of the Hartford College cf 
Insurance to teach subjects in the life 
insurance course. Mr. Reed will teach 
life insurance marketing, and Mr. Crow- 
ther, group life insurance. 

Mr. Reed is in charge of the life in- 
surance training school at Aetna Life, 
and has been with the ‘company since 
1923. Mr. Crowther is an instructor in 
the Aetna’s group school- and has been 
with the company since 1934. 





FIGURES FROM DEC. 31, 1941, STATEMENTS 








Change Surplus to New Change Prems. Total Benefits Total 
Total in Policy- Bus. Ins. in Force in Ins. Income Income Paid Disburs. 
Assets Assets holders 1941 Dec. 31. 1941 in Force 1941 1941 1941 1941 
$ $ $ $ $ $ $ $ $ $ 
American Reserve Life... 5,772,120 301,678 478,532 3,179,791 22,802,821 + 1,039,607 571,818 886,500 266.559 569,681 
Capitol, Golo: <60s.s0es0 3 697,181 1,450,429 10,625,544 65,303,809 + 3,271,509 1,640,243 2,513,105 1,001,940 1,831,696 
Great American, 47,366 253,767 1,990,754 10,466,880 + 343,803 268,654 418,641 169,144 359,934 
Great National 3 sp eae 227 295,613 251,857 ,599,887 17,898,358 + 2,418,927 522,026 696,051 114,628 423,264 
Imperial Life, Can 00,684,637 + 4,506,839 7,248,280 24. 772,140 289,678,127 + 7,027,894 9,968,824 15,742,607 7,097,698 11,197,872 
Indianapolis Life ° 5 + 2,366,623 1,818,726 12,310,228 120,544,398 5,776,494 3,568,914 5,767,954 1.795,719 3,454,443 
TiRIARO TNO: 6606045816 sas + 1,342,048 1,100,000 8 -— 412 77,019,730 + 3,340,877 2,043,945 3,134,495 927,174 1,811,562 
Lincoln National Life... +12,199,408 11,046,783 196,559,974 1,183,110,270 91,582,467 30,002,808 44,651,552 14,028,694 31,346,563 
Security Life & Trust... + 925,224 401,820 21,797,280 73,112,026 + 9,971,754 1,697,201 2,186,929 581,256 1,259,973 
Security Life & Acci... + 887,399 625.0001 8,912,682 46,819,608 + 3,992,173 1,388,500 2,135,595 474,493 1,235,263 
1Does not include contingency reserve of $45,830. 


Commonwealth Life 
Industrial People 


Held Conference 


LOUISVILLE —The industrial 
agency department of the Common- 
wealth Life held a three day managers 
convention here. Twenty-nine managers 
and their wives, from six states, were 
present. 

The theme of the meeting was: $200,- 
000,000 in ’42”—the company’s goal for 
insurance in force by the close of the 
year. 

L. G. Russell, vice-president and 
manager of the industrial agency de- 
partment, welcomed the fieldmen, com- 
plimented them on the “best year in 
the company’s history,” and pledged 
100 percent effort of the department in 
the 1942 goal. 

J. L. Conner , division manager, re- 
ported last year’s progress, and J. T. 
Ruby, division manager, announced the 
1942 allotments. 


President Boyd Spoke 


Morton Boyd, president, discussed 
life insurance in war effort. He brought 
before the managers not only the op- 
portunities for increased income, but 
the important part life insurance men 
play in maintaining morale—the part 
life companies have in financing the 
war. W. A. Lonsford, recently ap- 
pointed assistant manager of the indus- 
trial agency department, offered proper 
recruiting as the answer to the quota 
problem. 

New sales tools were introduced. A. 
W. Litz, manager of the ordinary 
agency department, explained the new 
“Double Dollar” policy contract. W. 
R. Davis, III, manager home office 
agency, introduced the “Five a Month” 
package selling plan, and H. R. Reyn- 
olds, ordinary supervisor, reviewed the 
new sales kit. 

C. E. Russell, manager at Covington, 
Ky., and chairman of the agency advis- 
ory committee, spoke for that commit- 
tee. Gayle Prather, home office su- 
pervisor and director of the agency 
training school, discussed the district 
training course. 

Rearrangement of debits on a 
monthly collection basis was discussed 
in a public forum by C. J. Monarch, 
manager at Jefferson county, Ky., and 
M. L. Doudt, manager at South Bend, 
ind. HH, D. Parker, the leading man- 
ager for 1941, gave his views on “vol- 
ume per man.” 

The meeting closed with a banquet 
and dance Friday night. Guest speak- 
ers during the meeting were: L. W. S. 
Chapman, Sales Research Bureau; R. 
R. Williams, director of the company 
and member of the executive and 
finance committees; J. V. Conner, direc- 
tor and executive committee member, 
and Col. N. B. Briscoe, post com- 
mander at Fort Knox, Ky. 


Chicago Chapter Meets Feb. 5 


George Gruendel, program chairman 
of the Chicago C. L. U. Chapter, has 
secured faculty members of Lake Forest 
College to address the group at a lunch- 
eon meeting Feb. 5. They are E. A. 
Johnson, head of the economics depart- 
ment, who will speak on “The War 
Economy and the Present Market,” and 
R. C. Tomlinson, head of the depart- 
ment of speech, who will talk on “A 
Philosophy to Cope with Changes.” R. 
D. Hinkle, president, Equitable Society, 
will preside, 


Harenburg Conducts Institute 


RICE LAKE, WIS.—Erbin Haren- 
burg, circuit life insurance instructor 
for the Wisconsin Vocational & Adult 
Education Board, Madison, conducted 
a life insurance underwriters’ institute 
here. He also conducted a similar in- 
stitute at Ashland, Wis. Mr. Haren- 
burg was formerly with Northwestern 
Mutual Life at Eau Claire, Wis. 
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' 2 . s to an even greater extent without ri- : ~ 
: Suggestion for Divertin elt co olla ‘i A. A, McFall Vice-president 
of National Reserve Life 
" Meets Investment Criticism : : 
F d L ft d O t TOPEKA—A. A. McFall, vice-presi- 
un S e n er p 10nS Criticism from within and from with- dent of Columbian National _Life of 
out has been directed against life insur- Boston, has been elected _a vice-presi- 
To meet the ever increasing expense bonds, incorporating the variable term @nce for alleged departure from its dent of National Reserve Life of Topeka. 
Wy of handling settlement options which principle, based on a rate of interest of ‘Undamental function, that of risk-bear- Mr. McFall was long an important 
1- have become a burden to life companies about 2% percent with a limit of $50,000 i& to that of long term investment of factor and an official of the company. 
ie in view of prevailing low interest rates, issued to any one individual for any one funds, Mr. Hirsh pointed out. No com- This position will not interfere with his 
wn a revolutionary plan of transferring year, Such a bond would be particularly P@2Y has ever lost money because of present one. C. E. Kline of Topeka was 
wd funds left with companies by benefici- adaptable to take the place of invest- unfavorable mortality experience but on elected a vice-president to succeed W. A. 
aries to defense bonds was suggested by ment and annuity options currently M@2Y occasions a company has been Biby, who resigns to return to Wash- 
i Louis Hirsh, actuary for the trustee of granted by the i pe TE Nc involved in investment contract commit- Uulgton expecting to get into war work. 
or the former Security Life of Illinois, be- fis. contingencies w id b —_ ved “NO ments with decidedly unfavorable re- Mr. McFall succeeds the late Dr. H. V. 
vd fore the Chicago Actuarial Club. aint es bers: € involved un- ‘sults. In all likelihood the insurance busi- Talbot. Holmes Meade was reelected 
Companies formerly took the position ‘ As e a plan an the operation would ness will place increased emphasis on president and the other officers were 
4 that they were better qualified to handle $° ely re of a savings and banking char- its risk function in the future so that also reelected, including Secretary I. G. 
2 the investments of life funds for bene- 2¢ter which would not be regarded as this plan suggests a medium by which Hayter, who socially is Mrs. A. A. 
c ficiaries because of their wide experience C°™petition with life insurance. the companies can relieve themselves of McFall. The assets are now $4,654,330. 
Se and extensive facilities. Settlement op- . The purchase of such bonds should the problem of investing beneficiaries’ The gross income was $612,089. 
d tions were liberalized, becoming less involve no greater problem of cost de- funds. In view of the large sums be- Mr. McFall will have no active duties 
n uniform and more involved. This con- termination than is at present en- coming available each year for the pur- with National Reserve. His title is an 
dition has been intensified in recent countered with tax anticipation notes. chase of settlement options such a plan honorary one only. He owns a large 
= years because of the operation of the Purchase could be handled by the in- would be of benefit to all involved, Mr. block of National Reserve stock. 7 
z socalled insurance advisors and counsel- SUrance companies for their beneficiaries Hirsh held. . 
lors in seeking to obtain the best pos- fora small fraction of the cost involved on go 
sible conditions in policy contract for at present in administering settlement ; W. G. Nelson, Jr., and D. F. Hoxie 
their clients in order to justify their OPtions. Furthermore, the availability of A general agency of the Atlanta Life of the National Life of Vermont legal 
services. such an outlet for the investment of has been opened in Chattanooga, Tenn. staff have been elected attorneys and 
: policy proceeds would enable the com- Twenty agents from Knoxville attended M. C. Laird of the actuarial staff has 
: Could Afford Options panies to limit their settlement options the opening. been elected assistant actuary. 
a When higher interest_rates prevailed, 
it companies could well afford the various arenes _ 
n settlement options as they could realize | 
-t a profit on the proceeds left with them | 
e for investment or at least meet the ob- 
% ligations without loss. In view of the 
< low interest situation, companies have 
be been forced to appraise these settlement | 
_ options with a view of determining their | 
; economic relation to the companies’ 
operations. They have found that these 
. settlement options have been a consider- | 
y able burden causing substantial losses | 
; both from standpoint of return guaran- ; 
teed and from the cost of their adminis- 
g tration. 
Faced with this alarming condition, 
a companies have begun to discourage | THE 1941 RECORD 
their sales forces in making suggestions | ° 
for leaving proceeds with the companies During 1942 we shall 
, . from jer ond —— —— oer | Insurances and Annuities 
a aining variations from the standard op- ! z : 
a tions provided by the policy contracts. | in Force = - = = $660,457,610 observe our SOth Anni- 
o However, because of the educational | (An increa £ $20,201,995 
y activities of prior years regarding these se 0 3 ’ ) , ; 
t settlement privileges, prospective gel versary, leaving behind a 
holders are now insisting upon the set- : . ; 
: tlement options even on a oe New Business Placed . - 62,766,744 great life insurance record. 
; To meet this situation, Mr. Hirsh sug- | : 
i gested diverting these funds to United | (An increase of $9,364,879) 
d States defense savings bonds. ; 
, : Can Be Accomplished Through Bonds | P. pile to Policyholders The first halt century —— 
E Se anny meen a iciari a Z . 
| _— the present settlement options and Beneficiaries 15,884,814 concluded with one of the 
provide for the disbursement of policy To livi Poli 
} proceeds in periodic payments, defense | (To living Policyholders, $11,318,490) : 
- savings bonds could be used to accom- best years in the history of 
) plish the function of these options. 
@ Series E and F bonds are redeemable Assets . es = 8 180,608,957 th C W ti : 
y after an initial period at gradually in- | 2 d s 
d creasing values be that a fixed sum can | (An increase of $7,096,628) e Can party © ancl 
- be invested in a group of bonds so as to | 
z | be redeemed periodically within a total | Policy Reserves and pate another half century 
4 ; period of 10 years under series E or 12 } ge Serene 
; years under series F. If the principal | other Liabilities - = 173,807,942 f : il d 
i sum of $3,000 is involved, for example, Of Similar progress an 
this amount could be invested in 40 | : 
series E bonds of $100 denomination to | Surplus, Contingency Reserve service 
2 be redeemed on a quarterly basis, pro- | and Capital ss Bs 2 6.801.015 i 
P viding for payments starting at $75 and | . : 
t increasing to $100 in the final quarter as (Added security for Policyholders) 
Z the earned interest increases. 
The one disadvantage in the use of 
: this plan for the conversion of policy 
‘ proceeds, according to Mr. Hirsh, is the 
1 limitation of ownership of series E 
< bonds, which yield 2.9 percent, to $5,000 
maturity value to one individual for any 
one vear of issue. Annual purchase of 
a series F bonds, yielding 2.53 percent, is 
limited to $50,000. 
If it were possible to purchase bonds 
having a variable term of maturity from 
the date of purchase, and having a fixed 
: redemption value, it would be possible 
a to purchase annuities certain in the form 
t | of series of these bonds. 
. Use Variable Term Plan 
Z In view of the fact that the Treasury 
e Department is issuing tax anticipation 
a notes that have a variable term of ma- 
turity, it should be possible for the de- 
partment to issue a new type of savings 
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came special counsel to the insular pub- 
lic service commission. He was engaged 
special assistant to the United 
Attorney General and in 1917 
he practiced law in Chicago. At the 
outbreak of the war he entered the 
service, first as a captain in the ord- 
nance reserve corps and later was sta- 
tioned in New York in the department 
of justice. He later became a major 
in judge advocate general’s department, 
subsequently serving as judge advocate 
at Camp Green, Charlotte, N. C. To 
a good many in the business Mr. Hull 
was addressed as Major Hull. 

Mr. Hull then became connected 
with the New York law firm of Chad- 
bourne, Babbitt & Wallace and in 1925 
became general attorney for the New 
York Railways Corporation. In 1927 
he went with the N.A.L.U. as manag- 
ing director and general counsel. 


as a 
States 


Factors in Success 

Mr. Hull had the fine art of being 
able to bring harmony out of div ‘ergent 
views, a factor of the greatest impor- 
tance in his successful career as man- 
aging director and gener ral counsel of 
the National Association of Life Un- 
derwriters. Whatever he undertook to 
direct opinions along a certain line he 
knew how to carry people along so 
that there was no half-hearted accept- 
ance of a course and hence little chance 
for unresolved differences to break out 
later. 

Blessed with a nervous system that 
never brought any outbreaks of rage or 
adverse criticism, Mr. Hull always 
seemed to be in good humor. His in- 
terest was in the good of the organiza- 
tion but despite the great advance of 
the association and an increase of ap- 
proximately 100 percent in membership 
during his tenure he never felt, as is 
so easy for a man in such a position to 
believe quite sincerely, that his ideas 
were vital to the organization’s success 


and should prevail. National associa- 
tion headquarters has kept itself en- 
tirely free from association politics, 


either national or local. 


Early Days Not Easy 

In spite of Mr. Hull’s superb qualifi- 
cations for the job, there were times, 
particularly in the first years of his 
work with the National association 
when the difficulties appeared all but 
insuperable. Mr. Hull went into the 
N.A.L.U. at a time when the associa- 
tion was going through a transitional 
stage. Direction had been in the hands 
of a small group of leaders and as the 
association increased in membership 
and in number of local associations 
there was strong agitation to place the 
leadership on what some felt would be 
a more democratic basis. There was 
need of a field organizer who would 
visit local associations. 


At the time that Mr. Hull was en- 


gaged the association had already 2x- 
perimented with the field organizer 
idea but it was felt that the man to 


be permanently employed should have 
a legal background as a number of im- 
portant legal questions, particularly 
those dealing with interpretations of 
the tax law, were coming up. 


Selected by Committee 

At the Atlantic City convention in 
1926 N.A.L.U. President Frank L. 
Jones appointed a committee on reor- 
ganization and allocation composed of 
Hugh D. Hart, then general agent of 
Aetna Life in New York City and now 
vice-president of Illinois Bankers Life, 
chairman; Paul F, Clark, J. Stanley Ed- 
wards, Mr. Jones and the late C. A. 
Foehl. Negotiations with Mr. Hull 
were handled by a subcommittee of 
Jones and Hart. Mr. Hart became ac- 
quainted with Mr. Hull through some 
legal matters which Mr. Hull had han- 
dled for him and he seemed like an ex- 
cellent candidate. Mr. Jones made a 
trip to New York and was immediately 


with Mr. Hull’s 
was that Mr. 


qualifica- 
Hull 


impressed 
tions. The result 
was taken on. 

At first his duties were largely those 
of a field organizer, visiting local asso- 
ciations and strengthening the ties with 
the national body. Because of his great 
talents in obtaining friendly cooperation 
Mr. Hull succeeded in leaving behind 
him on every visit a group of local 
leaders willing and anxious to help in 
every way. Never stressing the lofty 
place of the National association, Mr. 
Hull emphasized the importance of the 
local associations and the place of the 
National association as a service organ- 
ization to help the local groups. 

Though not engaged with the thought 
that he would ‘do much public speak- 
ing, Mr. Hull nevertheless proved to 
be an excellent man on the platform. A 
big man, he had a pleasing, resonant 
voice and a manner that impressed peo- 
ple by its evident sincerity. An impor- 
tant part of Mr. Hull’s work was in 
connection with legislations and court 
decisions. These matters absorbed an 
increasing amount of his time until two 
years ago it was decided to establish 
an office at Washington. Mr. Hull 
spent a good deal of his time in Wash- 
ington though his principal office con- 
tinued to be at National association 
headquarters in New York City. 

The National association was ex- 
tremely fortunate in having a man so 
admirably suited to its requirements. It 
found in Mr. Hull not only a man of 
intelligence, ability, integrity and pa- 
tience. Mr. Hull also had the rare abil- 
ity to resist any temptation to maneu- 
ver control into his own hands or, on 
the other hand, to remain so much in 
the background that conflicting view- 
points were not harmonized. As is in- 
evitable for any man of character, 
there were times when some influential 
members of the National association 
did not agree with him. But his per- 
sonality was such that no one could 
help having the greatest liking and ad- 
miration for him. 

_ Funeral services were held at the Mad- 
ison Avenue Presbyterian Church in 
New York Saturday. 

Among those at the funeral were: 
John A. Witherspoon of Nashville, presi- 
dent of the National association, Wal- 
ter E. Barton of New York, treasurer, 
and Trustees Clancy D. Connell, New 
York, and Wilbur Hartshorn, Hartford. 


Prospects More Serious This 
Year, Congress Is Told 


(CONTINUED FROM PAGE 7) 
belief in the institution of life insurance,” 
he commented. 

Objections will be raised, questions 
asked, every day—as to inflation, for ex- 
ample. And as to whether life insurance 
companies will pay. Answers can and 
should be made in such a manner that 
there will never be such a question any 
more. The real question is not one of 
lack of faith in insurance companies, but 
of lack of faith in America. The agent 
must be sure that both he, and his pros- 
pect, believe there will be a 1945—and 
a 1950. With this conviction thoroughly 
embedded in minds, with faith and high 
purpose, the agent can go forward and 
farther. 


Columbus Mutual Election 


Dr. W. J. Jaquith, who has been 
medical director of Columbus Mutual 
Life, has now been named consulting 
medical director and Dr. Floyd M. 
Green is named as medical director. 

C. R. Backus, who has been treas- 
urer, has now been elected vice-presi- 


dent and treasurer. 


Chester C. Smith, | 
Kansas City Power 
been elected a director of 
Men's Assurance. 


president of the 
& Light Co., has 
Business 


IN U. S. WAR SERVICE 


Lieut. James R. Williams, U. S. A., 
an official of Western & Southern Life, 
who is on leave of absence, has been 
transferred from draft headquarters at 
Columbus to Camp Shelby, in response 
to his request for transfer to combat 
service. He is a son of President 
Charles F. Williams of Western & 
Southern Life. 

Ray M. Ely, actuary of Country Life, 
has been called to active duty as a cap- 
tain of infantry stationed at Fort Ben- 
ing, Ga. He has held a reserve captain’s 
commission for 12 years, having gained 
it in R. O. T. C. work at South Dakota 
State University, from which he was 
graduated in 1929. Captain Ely also is 
consulting actuary of Illinois Agricul- 
tural Mutual and Farmers Mutual Rein- 
surance, which are afhliated with Coun- 
try Life. 

J. D. Grannis, Jr., general agent Penn 
Mutul, goes into active service as major 
at Fort Hayes, Columbus, Feb. 10. The 
Associated General Agents & Managers, 
Cincinnati, of which he is president, pre- 
sented him a pair of field glasses as a 
parting gift at a meeting Friday. 

John D. Stengel, leading producer of 
Mutual Benefit Life in Louisville, has re- 
signed to enlist in the U. S. coast guard. 





He produced $767,000 in 1941, his first 
year in the business. He has been as- 
signed to recruiting and public relations 
work in Louisville. 


Woodrum Is National Life Director 

Clifton A. Woodrum of Roanoke, Va., 
congressman since 1923, was elected a 
member of the board of directors of Na- 
tional Life of Vermont. Mr. Woodrum 
was a colleague of Elbert S. Brigham, 
president of the company, when Mr, 
Brigham, was a representative in Con- 
gress from Vermont. 

The company, which does business in 
36 states, is extending the geographical 
range of its directorate to fit its national 
character, and Mr. Woodrum is the first 
southern member of the board. 


Dole Aid to Blackall 

Frank R. Dole has been appointed 
executive secretary to Commissioner 
Blackall of Connecticut. He takes the 
place of John R. Royston, who is now 
secretary of the Connecticut Savings 
Bank life insurance fund trustees. Mr. 
Dole has been representing United 
States Life in Hartford. 

Capt. W. J. Pedrick, who has been 
appointed collector of internal revenue 
for the second district of New York, 

a former general agent of Equitable So. 
ciety. 
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of 
Dependable Service 











The State Life Insurance Company of Indianapolis, Indiana . 
Is a Mutual Legal Reserve Company Founded 1894 . . . . 
Has Paid $133,000,000 to Policyholders and Beneficiaries . . 
Holds Assets of over $54,000,000 for their benefit . ... . 
Issues Policies from Ages One Day to Sixty-Five Years . . . 
Issues Policies on Male and Female Lives at the Same Rates . 
Issues Policies with Double Indemnity and Disability Benefits . 
Issues Juvenile, Educational Fund, and Family Income Policies. 
Issues Salary Continuance and Retirement Income Policies . . 
Issues Many Other Standard and Up-to-date Policy Forms . . 


Offers Agency Opportunities and Training for Those Qualified. 
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Recruiting Problem Under 
War Conditions Is Discussed 





DETROIT—The Michigan insurance 
department is concerned over the li- 
censing situation, Seth Burwell, head of 
the department's life insurance division, 


told the Michigan Management Con- 
egress. 
Many salesmen in lines affected by 


priorities and war-time restrictions are 
seeking new avenues of work, he said, 
and the department anticipates there 
will be a tendency to ask for licenses 
for many recruits whose primary inter- 
est will not lie in the insurance field. 
Just as soon as their own businesses 
begin to move again most of them prob- 
ably will revert to their former profes- 
sions. To license such men in insurance, 
Mr. Burwell believes, would be a short- 
sighted policy. 

Eighty general agents, managers and 
supervisors attended the meeting, which 
was sponsored by Associated Life 
General Agents & Managers of Detroit 
and Michigan State Association of Life 
Underwriters. S. W. Ryan, general 
agent Penn Mutual, president of Asso- 
ciated, presided. 

During the depression a lack of sys- 
tem developed in the recruiting efforts 
of many agencies. Licenses were re- 
quested for many men not fitted to serve 
the public interest. 

He asked cooperation of agency heads 
in making sure that men who apply for 
licenses will not be detrimental to the 
business and will be of types capable of 
becoming satisfactory life agents. 
Woodson Introduces Associates 

B. N. Woodson, assistant manager, 
Sales Research Bureau, outlined forma- 
tion and development of the bureau and 
introduced Ward Phelps and L. W. S. 


Chapman of the bureau. Developing old 
discussed by Mr. 


organizations was 
Chapman. 
It will pay managers and _ general 


agents to overhaul their organizations, 


he said. Agents should sell the security 
of life insurance in these uncertain 
times; the truth that it aids in holding 


down inflation and that the agent serves 
his country since life insurance defends 
the homes of America. This is a psy- 
chological as well as shooting war, he 
said. Agents must be given new courage 
and vision to see their work is essential 
to the country 

It is a good. time to overhaul person- 
nel and get rid of unqualified men, since 
many other jobs are open. 


Failure to See Prospects 


More agents fail because of those they 
fail to see than of those they fail to 
sell, Mr. Chapman said. Most agents 
give lip service to prospecting but not 
enough actual time. There are five 
major factors to consider: improve 
one’s attitude toward prospecting, im- 
prove prospecting technique, improve 
continuity of prospecting, supplement 
agents’ activities with agency leads, and 
supervise prospecting activities. 

It is up to the manager to see that his 
agents have the right concept of what 


prospecting is, so that they will get 
more probable buyers than possible 
buyers. Too much time is wasted on 


the latter by most agents. Every agent 
should get at least 450 to 600 bona fide 
new prospects each year in order to 
keep up production. 

Every general agent should have a 
system for dividing orphan policyholders 
and office leads among the staff; and 
aiso an office set-up to secure leads and 
pass them on, perhaps using direct mail, 
checking newspapers and using other 
means which the agent does not have 
time to do for himself. The general 
agent should do joint prospecting work 
from time to time with his agents. 


Skill Is Primary Need 

Supervising prospecting work includes 
diagnosing records and agents’ prospect 
files, making sure the agents have good 


physical and verbal delivery, know their 
sales talks and have developed sound 
approach, presentation and close tech- 
nique. The real payoff is on skill more 
than knowledge. Skill should be de- 
veloped and maintained through con- 
stant drill and rehearsal. 

Mr. Woodson conducted a discussion 
of specific plans for the present man. 

H. L. Harvey, Kalamazoo, district 
agent Equitable of Iowa, president state 
association, presided in the afternon ses- 
sion. New organization was the topic. 
Ward Phelps said it is not wise to add 
new men promiscuously. A man is no 
good unless he can be perfectly assim- 
ilated. Only career men are desirable 
additions. Recruiting must be planned. 
This is a phase that cannot take care 
of itself. 

Usually when recruiting is easy, sell- 
ing is hard, and vice-versa. The most 
successful agencies are those in which 
recruiting is not a problem but a con- 
stant process. 


About half of the career agents start 


in the business soon after emerging 
from school. The remainder are men 
who started another career that did not 
prosper, In war times the first group is 
greatly cut down, but the latter remains 
intact. There are many men formerly 
successful, who are economically dis- 
turbed and will make good additions to 
any agency. They are not the best re- 
cruits, but if they are willing to adopt 
life insurance as a career they will make 
good men. 

It was suggested every agency build 
up a list of “recruiting cooperators” such 
as secretaries of Chambers of Commerce 
and school principals. Men given as 
references by prospective agents and 
policyholders of active agents are good 
cooperators. These are the most help- 
ful. The second best source of pros- 
pective agents is friends and acquaint- 
ances of the general agent and his su- 
pervisors. 


Recommends Aptitude Tests 


Mr. Phelps urged the use of aptitude 
tests in the first interview, the pros- 
pective agent then being told he will 
be given the result in his second inter- 
view so he will be sufficiently curious 
to return. An organized, orderly, step- 
by-step presentation of the job is neces- 
sary, which can best be done by means 
of a book giving information about the 
agency, company and job. It should 
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questions: What kind of a 
Can I qualify for it? How 
How can I 


answer the 
job is it? 
much money can I make? 
get started? 

The preliminary training program 
should contain a minimum of knowledge 
and maximum of selling instruction. To- 
day 85 percent of such material stresses 


what to do and 15 percent what to 
know. Financing usually is necessary 


but is a speculation at best. The meth- 
od of advancing money is immaterial; 
the main thing is to see the man gets 
into production as soon as possible. 





Taxes Curb Rebating 

The high income taxes that agents, 
along with most other people, will have 
to pay this year are doing much to stamp 
out the practice of rebating, which has 
existed to some extent in spite of all ef- 
forts to curb it. Because of the sharp 
boost in the federal income tax the re- 
bating agent is in the position of paying 
to the federal government a large per- 
centage on money which he did not re- 
ceive. It is bad enough as regards taxes 
which he must pay this year on 1941 in- 
come but it promises to be much worse 
next year if congress increases the tax 
to anything like the extent that has 
been talked about. A withholding tax, 
such as has been proposed, would of 
course have the same effect as an in- 
crease in the income tax. 





man knows “It ain't.” 





“Naw! The grass 
ain’t greener in 
the other field...’’ 


Like the wise old farmer, the LNL 
He has a foot 
in each field and he can tell. The 
problems of not being able to reap 
from the fertile fields of “par,” 
being barred from harvesting the 
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Geared To Help Its Fieldmen 





’ 
crop of “guaranteed low cost” busi- 
ness bother him not a whit. He has 
both “Par” and “Non-Par” 
—complete lines of each. The LNL 
man is equipped to sell what each 
individual situation demands. 


COMPANY 


Indiana 


in his kit 
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Splendid 1941] Record Shown in F ssuces 
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invested assets was 3.72 percent. The 
rate on farms owned was 5.42 percent. 
The company sold 333 farms in 1941, 
almost all being purchased by farmers; 
274 of the farms were in Iowa, the 
average purchase price being $83.54 per 
acre. 

TRAVELERS 

Assets of Travelers increased by $57,- 
772,376 during 1941 to reach a year-end 
total of $1,156,436,402, while payments 
by the company and its affiliates to pol- 
icyholders and beneficiaries were $116,- 
207,766. The Travelers’ surplus is $49,- 
047,762, a gain of $3,288,249. 

The four companies hold U. S. 
ernment securities valued at more than 
$530,000,000, an increase for the year of 
$47,750,000, 

The commercial accident and allied 
business shows an increase of more than 
$400,000, with a slightly better loss ratio 
than the preceding year. 

Life insurance in force was 
838,000, an increase of $461,000,000 for 
the year. Surplus stood at $49,047,762, a 
gain for the year of $3,288,249. Reserves 
on all forms of insurance were up, those 
on life insurance going from $943,449,003 
to $988,537,891. 

“The demand for insurance in all lines 
was stimulated during 1941 by war ac- 
tivities,’ President L. E. Zacher stated 
in announcing the figures. ‘War haz- 
ards and continuing low rates of interest 
have made several material changes nec- 
essary. The immediate effect is notice- 
able in the reduction in premium income 
on ordinary life business. This is mainly 
due to the increase of rates on single 
premium annuities. Low interest rates 
have required an increased premium on 
this form of insurance to such an extent 
as to make it a less desirable investment 
at its present cost. 

“On the other hand, other forms of 
life insurance, particularly those having 
little or no investment feature, have 
been popular among individuals and 
groups, as is evidenced by an increase in 
ordinary insurance in force and the sub- 
stantial record in group insurance. In 
addition to regular group life there has 
been a very large increase in group acci- 
dent and sickness premiums, including 
hospitalization and sickness premiums.” 


g2ov- 


$5,679, 


OHIO STATE LIFE 


Ohio State Life reports that its gain 
in insurance in force during 1941 was the 
largest since 1927 and that the increase 
in surplus, operating earnings, assets 
and income were the largest in its his- 
tory. 

Assets amount to $24,298,965, an in- 
crease of $1,836,823. Surplus to policy- 
holders is $2,453,770, a gain of $188,886. 
Income was $4,894,397, increase $487,134. 

New business was $13,315,520, which 
was greater by $900,000 than that in 


1940 and was the largest since 1936. 
One-half of the new business in 1941 
came from Ohio. 

The market value of all bonds was 


$9,906,264 or $787,827 above the value at 
which they are carried in the statement. 


PROVIDENT LIFE OF BISMARCK 


Provident Life of Bismarck, N. D., 
in its new annual statement reports as- 
sets of $5,567,979, an increase of $479,202. 
The capital is $250,000, net surplus $385,- 
631, increase of $52,484. There is a con- 
tingency reserve of $100,000. The lapsa- 
tion record was the lowest in company 
history. A net return of 3.6 percent was 
earned. Insurance in force was $30,041,- 
931, an increase of 10.4 percent over the 
previous year. New sales increased by 
17.9 percent. 


DOMINION LIFE 


Assets of Dominion Life of Waterloo, 
Ont., now amount to $49,248,985 or an 
increase of $2,745,733 for the year. The 


company has invested more than $4,300,- 
000 in war loans and several millions 
more will be invested in the second vic- 
tory loan to be launched shortly. New 
business increased 20 percent over 1940 
and insurance in force stands at $196,- 
711,244, an increase of $8,342,800. 

There was paid to policyholders and 
beneficiaries $3,385,029 and during its 53 
years Dominion Life has paid more than 
$50,000,000 in policy benefits. Policy 
and annuity reserves were increased by 


$2,174,484 and now amount to $40,- 
556,449, 
OHIO NATIONAL LIFE 

Ohio National Life in its new an- 
nual statement reports assets of $58,- 


226,331, an increase of $2,923,986. Capi- 
tal is $828,580, special reserves for 
fluctuation $812,451 and net surplus $1,- 
400,000, making surplus to policyhold- 
ers $3,041,031. Insurance in force 
stands at $222,530,418, which was an 
increase of about $6,000,000. New paid 
business was $23,948,163 or a gain of 
about $1,700,000. Payments to bene- 
ficiaries amounted to $1,675,017 and to 
policyholders $2,465,526. Ohio Na- 
tional Life invested liberally in govern- 
ment bonds and defense projects in 
1941 and the management announces 
it will continue this policy during 1942. 


BUSINESS MEN’S ASSURANCE 

Business Men’s Assurance has now is- 
sued its annual statement showing assets 
of $29,588,122, which is a gain of $7,649,- 
279 for the year. Capital is $1,000,000 
as compared with $500,000 the previous 
year, contingency surplus is $400,000 as 
compared with $300,000 and general sur- 
plus is $1,171,383 as compared with 
$1,143,512. The surplus to policyholders 
is $2,571,383 as compared with $1,943,- 
512, or a gain of $627,871. Life insurance 
in force amounts to $152,491,802, a gain 
of $26,069,279. The income was $8,378,- 
269, a gain of $991,810. 

Of the insurance in force $17,037,995 
came from reinsurance of Liberty Life 
and $4,812,153 of the assets was ac- 
quired in that way. 


MUTUAL SAVINGS LIFE 


Mutual Savings Life of St. Louis 
which was formed to take over the busi- 
ness of the defunct Central States Life, 
as at Dec. 31, had assets $19,686,318 and 
surplus $811,115. The lien reduction fund 
under the reinsurance agreement stood 
at $453,686. The R. F. C. loan that was 
carried by Central States Life was paid 
off in full Dec. 31. This means that the 
collateral is in the possession of Mutual 
Savings Life and interest charges on the 
loan are eliminated. 


CONTINENTAL ASSURANCE 

Continental Assurance Company broke 
an all-time high record in 1941 as re- 
spects assets, surplus to policyholders, 
premiums written and life insurance in 
force. Assets were $40,766,397, a gain 
of over $4,000,000.00. Surplus to policy- 
holders was $4,070,707, including $1,000,- 
000 capital, an increase over last year of 
$220,860. There was an operating profit 
of $467,776 and dividends paid to stock- 
holders were $250,000. It had $8,105,555 
in cash and U. S. government obliga- 
tions. Its insurance in force was $367,- 
046,445, an increase of $92,603,761. This 
was contributed to by a large group 
risk, but without it the company enjoyed 
its largest increase since it commenced 
business. 


FRANKLIN LIFE 


With an increase in assets amounting 
to $3,283,227 Franklin Life ended 1941 
with a record of greater accomplish- 
ment than in any previous year. Assets 
are now $48,122,301. Capital-surplus is 
$2,758,270, an increase of $505,298. 

New insurance amounted to $29,304,- 
546, and annuities in the face amount of 


$2,321,000. Business in force now 
amounts to $216,131,485. The mortality 
experience was extremely favorable. Net 
earnings on real estate amounted to 3.2 
percent. During 1941 there was paid 
$3,590,394 to policy owners and bene- 
ficiaries. Payments since organization, 
plus funds currently held for the benefit 
of policy owners and_ beneficiaries, 
amount to $125,286,708. 

Since Franklin Life was acquired two 
years ago by Chas. E. Becker insurance 
in force has increased from $177,579,145, 
assets from $39,566,708, and policy re- 
serves have gained almost $6,500,000. 


COLUMBUS MUTUAL LIFE 


Columbus Mutual Life insurance in 
force increased during 1941 to $148,631,- 
530. The gain was $7,542,755, which 
was 66 percent greater than the gain in 
1940. New business paid for totaled 
$13,563,123, an increase of 22 percent. 

Assets were $40,783,041, showing a 9 
percent gain; surplus to policy owners 
was $3,363,604, a gain of 10 percent. The 
largest items in assets were $17,947,240 
mortgage loans and $12,141,691 public 
bonds. The ratio of assets to liabilities 
was 109.42. 

Income during 1941 totaled $8,092,490, 





which was $3,200,000 in excess of dis- 
bursements. The net investment income 
on mean ledger assets was at the rate 
of 4.03 percent. 

Death claims totaled $769,000. The 
ratio of actual to expected mortality 
was 37. 

UNITED STATES LIFE 

United States Life had total new busi- 
ness of approximately $19,000,000 in 
1941, an increase of 60 percent over 
1940. Insurance in force increased ap- 
proximately $12,000,000, a gain of 120 
percent over the increase in 1940. 
GREAT-WEST LIFE 

Assets of Great-West Life increased 
last year to $180,608,957 and the total 
of surplus, contingency reserve and cap- 
ital amounted to $6,801,015. 

Insurance in force increased by more 
than $20,000,000 and now amounts to 
$660,457,610. New business amounted 
to $62,766,744, increase $9,364,879. Pay- 
ments to policyholders and beneficiaries 
were $15,884,814. 

This is the 50th annual statement of 
Great-West Life. During its existence 
it has paid to policyholders and bene- 
ficiaries more than $250,000,000. 
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and its close personal interest are all- 
important to the man in the field. 
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A. i. C. Makes Shake 
of War Restrictions 
of 58 Insurers 


The American Life Convention has 
made an interesting study by means of 
a questionnaire of underwriting prac- 
tices so far as war restrictions are con- 
cerned. The summaries were based 
upon the replies of 58 member compa- 
nies. It shows that 27 companies that 
have 83 percent of the insurance in force 
of the entire number apply the war 
clause to all new policies, 10 of the com- 
panies will soon print the clause in 
policy forms, three companies represent- 
ing but 1 percent of the insurance in 
force permit the payment of extra pre- 
miums for full coverage, 17 companies 
grant full coverage in home areas to 
service men, 25 companies require occu- 
pational extra premiums for military and 
naval service. Twenty-one companies 
require applicant’s consent to inclusion 
of the clause, 27 companies refer to the 
clause on the face of the policy, 16 com- 
panies are not issuing term insurance on 
service men and 39 are not issuing dis- 
ability or double indemnity. 

Seven companies are not attaching the 
war clause to reinstatements when a war 
hazard exists. Most of the other com- 
panies reject reinstatements and offer to 
reinstate or rewrite with the war clause, 
obtain the applicant’s consent to the 
inclusion of the clause, require the policy 
to be sent to the home office and attach 
the complete reinstated form to the 
policy. 


Procedure With Conversions 


Very few companies include the war 
clause in policies converted from the 
original age, but about 50 percent apply 
the clause when converted from the 
attained age. When the amount at risk 
is increased in “changed” policies the 
prevailing practice is to apply the clause 
to the full amount of the new policy. 

As to adequacy of proof of death in 
connection with war losses, it is the gen- 
eral practice to require the official cer- 
tificate of death from the adjutant gen- 
eral of the U. S. Army or chief of bureau 
of the U. S. Navy. 

One of the largest companies stated 
that the certificate of death is issued to 
the family of the insured and another 
company identified the form furnished 
by the adjutant general as Form 0670-1. 
One company requires also if possible 
a statement from the commanding offi- 
cer of the assured, another company 
states a reasonable lapse of time should 
be allowed before settlement, so as to 
be certain that the death has occurred. 
Very few companies will accept tele- 
graphic advice to families as adequate 
proof of death. Several replies indicated 
that where the insured is reported miss- 
ing, the payment would be delayed for 
reasonable time for further information 
and one company suggested the possi- 
bility of paying the proceeds in install- 
ments. 

It is pointed out that the war clause 
is used for all new policies by all of the 
companies having more than one billion 
dollars in force, 64 percent of those 
having $400,000,000 to $1,000,000,000, 46 
percent of the 150-400 million group and 
3 percent of those having less than 150 
million. 

The American Life Convention also 
inquired as to what procedure is antici- 
pated in case of reported death and the 
insured subsequently reappears, after 
payment of proceeds to beneficiary. The 
—— answer, according to 
A. L. C., is: “Would attempt to obtain 
a refund a proceeds on the basis of a 
case of mistake in facts.” One company 
stated that unless acceptable proofs are 
received it would not pay the claim 
without bond. A Canadian company 
stated that the various provinces of 
Canada have ratified the official certifi- 
cates issued by Canadian army, navy 
and air service so that they have the 
same standing in law as an official cer- 
tificate of death. If claim is paid on the 


strength of one of these certificates and 
the assured is alive, he could not de- 
mand a reinstatement of his policy. None 
of the assured of this company reported 
dead have subsequently reappeared. The 
company stated it is doubtful whether 
any effort would be made to obtain re- 
payment of the policy moneys in view 
of the fact that the company had 
accepted the death certificate as official 
proof of death. 


Texans Hear Stirring Talks 
at Tri-City Congress 


(CONTINUED FROM PAGE 2 


The average prospect must sacrifice to 


buy. The agent should set the stage, 
show him what he desires for the fu- 
ture. 


E. B. Thurman, New England Mutual, 
Chicago, introduced by Mr. Bray, spoke 

1 “Power in Simplicity.” He said that 
every American is asking what he can 
do to strike the hardest blow in defense 
of the country, paying tribute to the 
soldier but pointing to insurance com- 
panies and agents as bulwarks to the 
financing of war. He _ stressed the 
democratic characteristic of insurance 
and its safety as long as government is 
here. He cited as reason for life in- 
surance the love of man for his mate 
and children and the desire to shield 
them from crushing poverty through 
providing means for their going on 
through the years. He described the 
basic job of insurance men as giving 
ideas to develop ideals. He urged that 
men stress the emotional appeal in 
guiding prospects to do what they really 
desire, stating that cold logic will sell 
ne insurance. 


Program at San Antonio 


At San 
eral chairman of the 
spoke briefly. D. J. 
chairman for the San 


Antonio Mr. Baumann, as gen- 
Tri-City Congress 
Farrell, general 
Antonio associa- 


tion, introduced Harry E. Rathbone, 
president of the Victoria, Tex., associa- 
tion, chairman for the morning session. 

ei. Butler, president of the San An- 
tonio association, introduced the guests. 
Major General Birkhead, U. S. Army, 
welcomed the group with the theme, 
“Wake Up Right Now!” 

The four speakers repeated their ad- 
dresses during the day. 

A 15 minute social security quiz was 
conducted by F. J. McCarthy, Jr. 

At the afternoon session G. W. Wil- 
kinson, president of the Corpus Christi 
association, was chairman. 

“That China Incident,’ was discussed 
by Mrs. T. H. Wu, of San Antonio. 





Wisconsin-National Mich. Rally 
Michigan agents of Wisconsin Na- 
tional Life held a very successful 
agency meeting in Lansing. About 50 
were in attendance for the one-day ses- 
sion with M. S. Kirkpatrick, Michigan 
superintendent of agents, as chairman. 
A splendid volume of life and acci- 
dent and health business was presented 
to G. A. L’Estrange, newly appointed 
acting agency director. Willard L. 
Carpp, Benton Harbor, won the cash 
prize for producing the largest volume 
of business turned in at the meting. 
In adition to addresses by Messrs. 
L’Estrange and Kirkpatrick, talks were 
given by A. G. Hambaum, Grand Rap- 
ids; Curtice Smith, Lansing; Paul 
Smith, Detroit, and several others. 


Sales plans for 1942 were outlined 
and the sale of United States war 
bonds and stamps was _ stimulatingly 
discussed. 


Indianapolis Life Agents Meet 


The annual agency meeting of the 
central states area of the Indianapolis 
Life will be held Jan. 30-31. There will 
be a dinner Friday evening in which 
home office employes will participate 
and provide a part of the entertainment 
program. 


Timely Ad Published i in 
Honolulu on Dec. 7 





A timely but unanticipated tie-up with 
the Pearl Harbor disaster occurred 
when Home Insurance Company of 
Hawaii, general agent for New Eng- 
land Mutual, ran an advertisement in 
the Honolulu “Advertiser” on the day 
of the attack featuring a large figure of 
Uncle Sam surrounded by planes, tanks, 
guns, and ships against an industrial 
background. Captioned “The Greatest 
Life Insurance Policy in American His- 
tory,” the copy pointed out: 

“Uncle Sam, now deeply engaged in a 
vast program of national preparedness, 
is, in effect, taking out life insurance. 

“With nations, however, money alone 
cannot buy national protection, not even 
billions of dollars, not even when abet- 
ted by the best of cooperative effort. 
Another factor is needed . .. time. 

“An awakened people is now realizing 
that considerable time must pass before 
the nation’s preparedness program can 
be completed—before America will re- 
ceive the full protection that her new 
life insurance policy calls for. 

“Your program of personal prepared- 
ness, fortunately, can be built and put 
in force immediately. The moment that 
you make your first premium deposit, 
your family gains a full measure of pro- 
tection. Etc.” 

Home Insurance Company held off 
for several months before reproducing 
this advertisement in the local press and 
the date chosen marks a new high in 
the fine art of timing. 

New England Mutual has been oper- 
ating in Hawaii since 1852. 


New Offices for Minn. Department 

ST. PAUL—The Minnesota insurance 
department expects to be in its new and 
enlarged quarters soon after Feb. 1. 
The new offices are on the same floor 
as the present ones but will give the 
department 1500 square feet additional. 











Ralph R. Lounsbury, President 
W. J. Sieger,V. P. & Sup’t. of Agencies 









NATIONAL LIFE 


Insurance Company..Montelair, N. J. 


A few territories open to alert, 
ambitious men who can meet 


our strict requirements. 
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Regulating the Counsellor Business 


York department’s report 
Donald Bes- 


evidences 


THe New 
on the operations of the 
concern 


dine fee counsellor 


the desirability of some measure of 
control over these outfits. The high 
fees charged would be exorbitant for 


good advice and the advice that is given 


is frequently of doubtful quality or 
worse. 
Fee counsellors are not subject to 


state regulation or licensing laws. They 
are free to charge all that the traffic 
will bear, they can hold themselves out 
to the public as technical experts, 
analysts, and “actuaries” and there is 
no check on their ability to give accu- 
rate advice or on the extent to which 
they exploit the customers who flock 
in, lured by sensational and plausible 
advertising. 

The more successful operators in this 
field would very much like to have the 
state license and regulate their activi- 
ties. Ostensibly their aim is higher 
standards and better protection of the 
public but it is also true that licensing 
would enable counsellors to advertise 
that they were regulated by the New 
York insurance department and would 
make the going harder for small and 
insecurely established competitors. 
Neither the New York department nor 
the life insurance business, however, 
wants to see counsellors licensed, for 
the very good reason that they would 
then seem to the public to be operat- 
ing with the state’s blessing. 

Yet the conditions exposed in the re- 
port on the Besdine concern indicate 
that some sort of curb is needed in the 
interest of the long-suffering public. 
The amendment to the insurance law 
which brought counsellors under the 
definition of a service organization and 
which gave the New York department 
its authority to examine the Besdine 
firm was a step in the right direction. 
Its weakness is that there is little the 
department can do except give what- 
ever publicity it can to its report. In 
spite of its illuminating revelations the 
circulation which the report can attain 
will necessarily be small in comparison 


Infallibility Taken for 


THE a court held that a 
life company had the right to correct a 
clerical error that resulted in one of its 


other day 


policies showing a lower premium than 
the applicant had agreed to pay. The 
incident serves as a reminder of the 


flow of radio and 
the Besdine 
strin- 


with the constant 
printed advertising 
out. 
are 


which 
Hence 
needed. 


concern more 
gent 

Even without a licensing 
should be possible to amend the regu- 
latory statute so that the actual and 


potential evils in the fee counsellor sys- 


puts 
measures 
law it 


tem would be held to a minimum. 
There should be a maximum scale 
of fees and a limit on the per- 


centage of fees that can be used in the 
acquisition of ‘new business. There 
should be some basis for establishing 
a reasonable level of competence for 
those on the staff who are represented 
as being analysts, advisers and “actu- 
aries.” 

Anyone who sets himself up as an 
expert adviser in any field must ob- 
serve a rigid standard of ethics, if he 
is not to become a public menace. Per- 
sons who go to such a man for ad- 
vice are ignorant in the field in which 
he is presumably expert. If there is no 
regulation, either by state law, super- 
visory authority, or self-policing by 
others in the same field the only re- 
straint is the operator’s conscience. 
Even in such high-class professions as 
law, medicine and architecture some- 
thing more cogent than conscience has 
proved to be essential. 

The examiner states in his report his 
belief that the Besdine concern’s adver- 
tising “contains incomplete comparisons 
and is misleading and improper.” In 
this connection he calls attention to the 
section of the penal law covering untrue 


and misleading advertisements, the pro- 
visions of the insurance law forbidding 


misrepresentations, misleading  state- 
ments and incomplete comparisons, and 
the sections covering advertising by in- 
surance agents, brokers and service or- 
ganizations. While none of these laws 
would have any effect on the high fees 
charged for a very routine type of ad- 
vice or on the qualifications of the “ex- 
perts” who give this advice, a strict en- 


forcement of the statute mentioned by 
the report would do much to lessen the 


counsellor evil. 


Granted 


freedom 
the 
companies. Perfection is 
granted not the 
but by the general public as 
The policyholder that 


amazing from error. which 


characterizes clerical operations of 


insurance 
taken for only within 
business 


well. assumes 


whatever figures the insurance com- 
pany gives him are correct. He doesn’t 
check the policy to see if he is getting 
what he applied for and at the pre- 
mium he expected to pay. He relies 
on all these matters being correct. He 
doesn’t check his renewal premium no- 
tices to see whether the premium is 
the same this time as last. He may 
wish his dividends were larger but he 
never thinks to question whether it 
was accurately computed or correctly 
copied on his premium notice. 

No other business enjoys this pre- 
sumption of infallibility. A man scru- 


tinizes critically his hotel bill, a res- 
taurant check, his bank statement, and 
in fact any figures having to do with 
paying out money. Only in the case of 
his insurance does he accept uncritically 
the accuracy of the figures on the bill. 

Because of demands of war indus- 
tries there is a threatened shortage of 
clerical help but it is to be hoped that 
the insurance business can maintain the 
high standards that have built up this 
unquestioning acceptance of insurance 
company accuracy in dealing with 
figures. It is a condition to be de- 
votedly maintained at all times. 








PERSONAL SIDE OF THE BUSINESS 





C. R. Corcoran of Chicago, home of- 


fice field assistant of the Manhattan 
Life, and Mrs. Corcoran have sent out 
the announcement of the birth of 


Charles Adams Corcoran on Jan. 22. 

Newton B. Weese, general agent of 
Lincoln National Life in Little Rock, at- 
tended the National Meeting of Boys’ 
State at the American Legion headquar- 
ters in Indianapolis. He is state chair- 
man of Boys’ State for Arkansas. 

W. H. Matthews of Des Moines was 
honored at a dinner on the 25th anni- 
versary of his connection with Provident 
Mutual Life. He was presented a spe- 
cial recognition from the company and 
bound volume of congratulatory letters 
from friends. Mr. Matthews entered life 
insurance in 1917 as district agent of 
Provident Mutual. He has been district 
agent and acting general agent and now 
is associate general agent of the Harold 
Pickford agency. 

On completion of 20 years’ service 
with Prudential, Thomas J. Huey, Bir- 
mingham superintendent, was presented 


a gold medal and certificate of member- 


ship in the “Old Guard,” Class D, at 
a dinner in his honor. The presentation 
was made by F. H. Schulze, assistant 
secretary. 

L. B. Dierkes, 
agency director of 
Cincinnati after 


who recently retired as 
New York Life in 
54 years’ service, dur- 
ing the last 42 of which he was in charge 
of the agency, was honored at a dinner 
given by Cincinnati general agents, man- 
agers and friends. He was presented a 
complete desk set. Mr. Dierkes will con- 
tinued to work when and as he feels 
like it. 

Fred L. Fisher, advertising director, 
Lincoln National Life, has been reelected 
to a two-year term as a director of the 
Better Business Bureau of Toledo. 

Isabel Judd was severely injured in 
an automobile accident at Roosevelt and 
York Roads near her home in Hinsdale, 
Ill., last Saturday. Another occupant of 
the car was killed. Miss Judd sustained 
a broken jaw and finger, and several 
minor injuries. She is in the Elmhurst, 
Ill., hospital and will return to her home 
in about six weeks. Miss Judd is the only 
daughter of Robert A, Judd, Chicago 
manager of Phoenix Mutual. 

Francis V. Keesling, president West 
Coast Life, for many years president 
San Francisco Y.M.C.A., has _ been 
elected chairman of the newly formed 


United Service Organization Council in 
San Francisco. 

William B. Chorn, who has been as- 
sistant counsel in the Missouri insur- 
ance department for the past four years, 
has joined the law firm of Ekern, Mey- 
ers & Matthias in Chicago. Mr. Chorn 
is the son of the late Walter K. Chorn, 
insurance superintendent of Missouri 
from 1915 to 1918, and until his death 
in 1933 with the Charles M. Howell 
law firm in Kansas City, 


William S. Rodgers, assistant mana- 
ger of Prudential’s ordinary department 
in Florida, has been elected president of 
the Tampa community chest. He led 
the last chest drive. 

G. W. Fowler, vice-president and 
treasurer of Bankers Life of Des Moines, 
is reported rapidly recovering from an 
operation. 

Paul Dobson who is one of the speak- 
ers at the Oklahoma sales congress this 
week, had announced just previously his 
resignation as a representative of North- 
western National Life in Minneapolis. 
He stated that he had done so in order 
to be free to enter in negotiations in 
connection with various propositions 
that he has under consideration. 

Gene Egan of the Burpee agency of 
Northwestern Mutual at Sioux City, Ia., 
has been elected president of the junior 
chamber of commerce there. 

Irving Victorof, general agent at 
Jersey City, N. J., for Bankers National 
Life, is seriously ill in Rahway hospital. 
He was taken ill while he was driving 
his automobile through Rahway. He 
was leading producer in 1941. 

The Houston “Press” the other day 
gave a prominent pictorialized account 
of the “cycling” Pattersons consisting 
of Bruce Patterson, general agent for 
John Hancock Mutual Life, Mrs. Pat- 
terson and Bruce, Jr., 7, Mary Cather- 
ine, 9, and John Martin, 3. Each mem- 
ber of the family has a bicycle and the 
entire group goes picnicing each Sun- 
day and usually has a spin each eve- 
ning. Mr. Patterson was quoted as 
saying that he is considering driving 
his bicycle to his office if “conditions 
get much worse.” 

Insurance men and women are taking 
an active part in the annual St. Paul 
winter sports carnival this week. Arthur 
Devine, a St. Paul Prudential superin- 
tendent, is president of the carnival as- 
sociation. St. Paul Fire & Marine, Min- 
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“Tl take the short course.” 


nesota Mutual Life and Anchor Casualty 
had marching clubs. The Insurance 
Exchange and the St. Paul Association 
of Insurance Women formed a joint 
marching club with Armand Harris as 
captain. Some of the larger agencies 
also participated in the parades. E. A. 
Roberts, vice-president Minnesota Mu- 
tual Life, was a marshal in the grand 
parade. 


Chandler Bullock, president of State 
Mutual Life, and Frank C. Harrington, 
treasurer of Massachusetts Protective 
and Paul Revere Life, have been elected 
directors of the Worcester County 
Trust Co. 

Paul Martin, College Station, Tex., 
was named man of the year by Seaboard 
Life of Houston by virtue of his paid- 
for production of $413,210 in 1941, the 
largest amount any Seaboard agent has 
ever produced in one year. His gain in 
insurance in force of $334,608 was the 
largest in the company’s history and he 
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made more calls, had more interviews 
and closed more cases in 1941 than any 
other Seaboard agent has done in one 
year. 

Ezra C. Cutting, agent of Phoenix Mu- 
tual Life in Worcester, Mass., has been 
appointed assistant aide to Harry B. 
Johnson, Massachusetts civilian aide to 
the Secretary of War. He expects to be 
in charge of recruiting and publicity for 
the proposed officer training camps on 
the order of the Plattsburg plan in the 
world war. He probably will recruit for 
the flying cadet corps also. 

Governor Schricker of Indiana has ap- 
pointed E. J. Barker, treasurer of Stand- 
ard Life of Indiana, a member of a com- 
mittee of seven to a study of Indiana’s 
agricultural problems and make recom- 
mendations to the 1943 legislature. Mr. 
Barker is in charge of farm mortgage in- 
vestments for Standard Life. 

Charles J. Currie, manager of Mutual 
Life of New York at Atlanta, has been 


appointed chairman of a five-man execu- 
tive committee in charge of civilian de- 
fense in that area. John L. Taylor, man- 
ager for Mut-91 Life at Springfield, IIl., 
has been appointed chairman of a com- 
mittee to promote the sale of defense 
bonds in Sangamon county. 


DEATHS 


Funeral services were held in Colum- 
bus, O., for Myrl L. Hosler, 55, Ohio 
insurance’ division — statistician, who 
died of heart disease after a month’s ill- 
ness. Interment was at McArthur, O. Mr. 
Hosler had charge of auditing annual 
statements and computing premium 
taxes. He entered the insurance de- 
partment 26 years ago, after having 
taught school for several years in Pick- 
away County. 

W. F. Workman of Springfield, IIL, 
long identified with the Franklin Life 
of that city, died at his winter home in 
Eustis, Fla. George B. Stadden and 
Henry Abels were both identified 
with the Fidelity Mutual Life. In 
1898 they went to Springfield, as- 
sumed control of the old Franklin Life 
and changed it to a legal reserve com- 
pany. Mr. Stadden became the presi- 
dent, Mr. Abels, vice-president and sec- 
retary in charge of the general detail 
work, and Mr. Workman became 
agency manager. Mr. Workman was a 
forceful, impressive man and served in 
that capacity until 1908, when he de- 
cided to take up the rate book himself. 
He became one of the greatest personal 
producers in the southern part of IIli- 
nois. For the last few years his health 
had been waning but he still kept his 
mind and heart in life insurance. 

Mr. Workman at one time was an 
agent of the Equitable Society and 
started soliciting in 1889. Then he be- 
came general agent in northern and cen- 
tral Illinois and remained with the com- 
pany until July, 1898, when he became 
manager of agencies of the Franklin, 
joining Messrs. Stadden and Abels. 

W. L. Tumlinson, 55, died in San An- 
tonio from a heart attack. He had been 
a successful personal producer and gen- 
eral agent. For several years he was 
San Antonio general agent of National 
Standard Life, leaving that company 
after its sale to Pioneer American. For 
several years past he had been San An- 
tonio general agent of Occidental Life 
of North Carolina. 

George G. Hill, for 30 years with 
Bankers Life of Nebraska, first as land 
examiner and in recent years as mana- 
ger of building rentals, died. 
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What is 


SP-8 


Bara aes a new bomber? 


Sere: a submarine? 


swereens a secret service operator? 


NO! 


SP-8 is a letter—a Sales Promo- 
tion Letter we call it—which Bank- 
erslife Home Office mails to pros- 
pects selected by Bankerslifemen 
and which has a record for inquiries 
and signed applications which we 
think is worth doing a little crowing 
over. 


_ For instance, we'll take the 12 
months ending December Ist: 


We mailed 59,414 copies of 
SP-8 to prospects sent in by 
salesmen. 


We got back 1,159 inquiry 
cards which were sent along to 
salesmen. 


That's a return of 1.95 per 
cent! 


Bankerslifemen wrote 131 ap- 
plications on those inquiry 
cards. 


That's 11.3 per cent! 


Those 131 applications in- 
volved a total of $366,700 in 
life insurance. 


That's an average applica- 
tion of $2,800! 


Following up SP-8, Bankers- 
lifemen wrote 414 applications 
on recipients of the letter who 
did not bother to mail the in- 
quiry card. 


Those 414 applications total- 
ed $1,027,870. 


That's an average application 
of $2,475! 


Grand total for the year— 
545 applications for $1,394,570. 


That's an average application 
of $2,500! 


Year after year, since 1936, SP-8 
has been performing in similar man- 
ner for Bankerslifemen. 


And SP-8 is only one of more than 
two dozen Sales Promotion Letters 
and Sales Promotion Mailings which 
are available—without charge—to 
Bankers Life salesmen. 


Bankers /7f/e ComMPANY 
DES./MOINES 
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New Officers 
Are Elected by 
Provident Life, N. D. 


F. L. Conklin, who has been vice- 
president and general manager of Provi- 
dent Life of Bismarck, N. D., for many 
years, has now been ‘elected president. 
He takes the place left vacant by the 
death last year of Col. C. B. Little, who 

















JOSEPH DICKMAN 


was one of the founders of Provident 
Life. Mr. Conklin was also a founder 
and has been an officer of the company 
since it was organized in 1916. 

At the same time, H. A. Jones was 
elected vice-president and Joseph Dick- 
man, vice-president in charge of agen- 
cies. Mr. Jones joined Provident Life 
in 1920 and has had experience in every 
branch of the company. Until now he 
has been assistant secretary. 

Mr. Dickman joined Provident Life 
in 1929 as agency supervisor at the home 
office. In 1935 he went to Seattle to 
create an organization in Washington. 
The next year he returned to the home 
office and was made manager of agen- 
cies. When Provident Life entered 
Oregon in 1937 through reinsurance of 
the Union States Life of Portland, Mr. 
Dickman was temporarily transferred to 
the West Coast to look after the agency 
organization in Oregon. Prior to 1929 
Mr. Dickman was in the agency business 
im Aberdeen, S. D. 


McHaney General Counsel 

of General American Life; 

New Assistant Secretaries 
ST. LOUIS—Powell B. McHaney, St. 


Louis attorney, has been appointed gen- 
eral counsel for General American Life 
and D. Allen Sheppard and Elmer A. 
Jungclaus have been elected assistant 
secretaries. 

Mr. McHaney, formerly assistant at- 
torney-general of Missouri, and former 
chief counsel for the Missouri depart- 
ment, has been specializing in insurance 
law since resigning from the latter posi- 
tion in 1936. John R. Griffiths, general 
attorney, will continue to head the home 
office legal department. Mr. McHaney 
graduated from Missouri University in 
1925, and from Harvard law school in 
1928. 

Mr. Sheppard has been manager of 
the underwriting department since 1936. 
He is widely known in underwriting cir- 
cles, in which work he has been engaged 
for 21 vears. He attended Washington 
University. 

Mr. Jungclaus associated 


has been 


with General American for many years. 
He has been manager of the policy issue 
department since 1936. He is a graduate 
of the Insurance Institute of America 
and has studied contract law. 





Jamieson in Agency Work 
for Continental American 


underwriter and 
has 


Charles I. Jamieson, 
agency supervisor of Philadelphia, 
become associated 
with the Contin- 
ental American Life 
home office agency 
department. 

He will assist in 
the general super- 
vision of agency 
operations, associ- 
ated with Ralph E. 
Halstead, superin- 
tendent of agencies, 
including the fur- 
ther development of 
sales plans gearing 
in with objectives. 

Mr. Jamieson is a 
native of Baltimore and entered the 
life insurance business 14 years ago 
there, In the past six years he has been 
associated with a Philadelphia agency of 
the Mutual Life of New York in a 
supervisory capacity. 


Peet Is New President of 
Farmers Union Life 


L. M. Peet of Des Moines was named 
as president of Farmers Union Life of 
Des Moines at the annual meeting. He 
has been vice-president. 

Ned B. Curtis, Davenport, who was 





Cc. I. Jamieson 





L. M. 


PEET 


was named vice- 
E. Kinsinger, Des 
secretary-treas- 


last year, 
and E. 
was reelected 


president 
president, 
Moines, 
urer. 

Directors reelected for  three-vear 
terms are D. W. Van Vleet, Greenfield, 
John Chalmers, Ogden, and L. M. Peet. 

A substantial increase in contingency 
reserve and surplus in 1941 was noted 
in reports, and insurance in force was 
also increased more than 10 percent, be- 
ing $10,032,286. 


Promotions for Provident 
Mutual Home Office Men 


Provident Mutual Life has promoted 
Frank A. Savage from assistant manager 
of the mortgage loan department to 
manager. W. Courtney Bakes and Ross 
E. Osborn were each made assistant 
manager of mortgage loans, and Fred- 
erick B. Davis, Jr., was made mortgage 
loan assistant, 

Thomas A. Bradshaw 
Hamilton, formerly assistant 


and Leon A. 
counsel, 





were promoted to the position of coun- 
el. 

In the medical department Dr. Her- 
bert Old becomes medical adviser. Drs. 
Paul H. Langner, Jr., and Lawrence L. 
McLellan became assistant medical di- 
rectors. 


Ww 





Skelding Associate Actuary 


G. A. Skelding, formerly assistant ac- 
tuary, has been named associate actuary 
of Confederation Life. He has been with 
the company 20 years. Five assistant 
actuaries have been named: Capt. M. F. 
Auden, Miss M. M. Mudie, G. G. Myer, 
E. Ruse and L. G. Smith. Capt. Auden 
is on active service in Great Britain 
with his tank regiment. Miss Mudie is 
Canada’s only woman actuary. 


Asks Dismissal of Pathfinder Suit 


LINCOLN, NEB.—A motion to dis- 
miss the conspiracy damage case filed in 
the federal court here by a California 
policyholder of Pathfinder Life has been 
filed by Insurance Director Fraizer, two 

of his assistants and two firms of law- 
yers. The petition asked that the court 
order the company returned to its of- 
ficers. The motion sets out that the 
federal court is without jurisdiction to 
entertain the action because the district 
court at Grand Island is in possession of 
the company, with the department act- 
ing only as its agent. 


New Equitable of Iowa Trustee 


John A. Sweetser of New York, 
president of the Bigelow-Sanford Car- 
pet company, has been elected a trustee 
of Equitable Life of Iowa. 


Named by Great Northwest 
SPOKANE, WASH.—Great North- 
west Life has named R. J. Martin and 


G. R. Bingham vice-presidents and 
Stuart A. Robertson secretary, succeed- 
ing Mr. Bingham. 

State Mutual’s New Directors 


Philip M. Morgan, head of the Morgan 
Construction Co., Worcester, Mass., and 
Carl E. Wahlstrom, judge of probate of 
Worcester county, were elected directors 
of State Mutual Life. 


Kentucky Central Dividend Higher 

Kentucky Central Life & Accident of 
Anchorage has paid a dividend of $2 a 
share which is an increase of 50 cents 
over the former declaration. 


Fidelity Union A. L. C. Member 

Fidelity Union Life has been admit- 
ted to membership in the American Life 
Convention, which now has 164 mem- 
bers, an all-time high. 


New World Pays 30c Dividend 


New World Life has declared a divi- 
dend of 30 cents per share to be paid 
to stock of record Feb. 10. This is an 
annual dividend and is the same amount 
that was paid last year. 


Kreutzer to Colonial Home Office 


C. Jordon Kreutzer, formerly manager 
of the ordinary office at Philadelphia for 
Colonial Life, has been transferred to 
the home office as field supervisor of 
ordinary. 


Lincoln National Declares $1.40 


Lincoln National Life has voted an 
extra dividend of 20 cents and a regular 
dividend of $1.20 a share for the year, 
the latter to be made in four quarterly 
payments. 


R. D. Shepard “Televised” 


R. D. Shepard, vice-president and 
treasurer of Bankers National Life, ap- 
peared before television audiences in a 
program which showed him purchasing 
$50,000 in defense bonds on behalf of 
the company. 








Southwestern Insurance Company of 
Phoenix, Ariz., has changed its name to 
American Farmers Insurance Company. 
Michael O’Sullivan is president. 
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SALES MEETS 


Connecticut Mutual 
Agency Heads Meet 


HOLLYWOOD, FLA. — Presentation 
of the President’s Organization Trophy to 
W. T. Earls, Cin- 
cinnati general 
agent, was a feature 
of the annual con- 
ference of Connec- 
ticut Mutual general 
agents held here for 
three days this 
week. Various busi- 
ness and manage- 
ment problems 
were discussed. 

A committee of 
general agents con- 











. : sisting of R. N. 
W. T. Earls Waddell, Pitts- 
burgh, chairman; 


W. K. Magruder Baltimore, and J 
Ramsay, Newark, arranged the program. 
The trophy is presented each year to 
the general agent who achieves the out- 
standing record in organization devel- 
opment. Mr. Earls has been general 
agent at Cincinnati since March 1, 1940. 


Others with Outstanding Records 


Runners-up in the competition were 
E, F. White, Dallas; J. G. Hill, Chicago; 
R. N. Waddell, Pittsburgh, and Phinehas 
Prouty, Jr., Los Angeles. 

Leaders in conservation also were 
honored, certificates being awarded to 
eight general agents: J. H. Thompson, 
Hartford; S. B. Rosenbaum, Cleveland: 
M. M. Goldstein, New York; V. S. Mol- 
lenauer, Philadelphia; D. C. Little, 
Richmond; H.C. Remien, Grand Rapids: 
L. E. Dillehunt, Decatur, and K. W. 
Jacobs, Milwaukee. 

The theme at the first session was 
the future of life insurance. J. M. 
Fraser, New York general agent, was 
chairman. Talks were made by W. ‘. 
Earls, J. A. Ramsay, W. K. Magruder 
and: C.J. Zimmerman, Chicago, general 
agents. Mr. Zimmerman presided at the 


second session when General Agents 
Goldstein and Hill and Vice-president 
P. M. Fraser spoke. Messrs. Goldstein 


and Hill described contracts, income set- 
tlements and selling tools, and Vice- 
president Fraser the financial condition. 
Company Officials Talk 

Mr. Earls was chairman of the third 
session, which was devoted to recruiting 
and training new men. Talks were made 
by General Agents E. F. White, Barney 


Nudelman, Albany, P. C. Kaul, Omaha, 
and Phinehas Prouty, Jr. In the final 
session General Agent Hill was chair- 
man. Vice-president Coffin previewed 


the program for 1942. President James 
Lee Loomis gave the closing address. 


Bankers Mutual Supervisors 
in Illinois Gather 


Supervisors of Bankers Mutual Life 
met at the home office in Freeport, IIl., 
in conference with L. H. Engstrom, 
vice-president and agency director. 
Plans were made for 1942. The desired 
business increase for 1942 is already 
cared for in man-power. The agency 
department plans to devote most of the 
time and effort in setting up a more 
thorough educational system, and _ ar- 
ranging a more selective plan for future 
appointments of general agents. An- 
other aim is to aid every contracted 
agent to qualify for renewals and attain 
prestige in his community. 

President J. C. Peasley reported on 
company progress and said in more 
than 15 years there has not been a 
single loss of invested principal or in- 
terest and earnings on assets are still 
at 4 percent. 

Vice-president Engstrom held agency 
meetings in five districts in January. 
He talked to agents of northern IIli- 
nois at La Salle Tuesday. This area is 
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aie by B. M. Colvin, who also 
has charge of Chicago. Wednesday at 
Peoria, agents under Supervisor F. C. 
Shimmin got together; Thursday at 
Olney another meeting was held, and 
Friday there is being held a rally in 
the St. Louis branch office, under Su- 
pervisor Henry Mathewson. Saturday 
the Chicago branch will get together. 


N. W. Mutual's Iowa Agents 
Gather in Waterloo 


WATERLOO, IA. — The Iowa 
Agents Association of Northwestern 
Mutual Life held its annual convention 
here for two days this week with 125 
attending from the four Iowa general 
agencies. 

K. L. Bragdon and L. Schwinger 
were hosts. Home office Ree es pres- 





ent included M. J. Cleary, president; 
Harry R. Ricker, assistant secretary; 
John J. Hughes, assistant director of 


agencies, and John J. Jamison, manager 
of field training. President Cleary spoke 
and also addressed a joint meeting of 
the Waterloo service clubs. A_ break- 
fast for Ariston members was held. The 
organization includes agents who have 
written $150,000 of business in each of 
five years. 





American Reserve Conference 


American Reserve Life of Omaha 
held its annual general agents’ confer- 
ence, at the home office, with 14 gen- 


eral agents in attendance. The first and 
third days were devoted to personal 
conferences with President and Agency 
Director Raymond F. Low. The sec- 
ond day was devoted to a general ses- 
sion with particular emphasis on “Life 
Insurance in War,” and “Selling Under 
Present Day Conditions.” 

American Reserve has adopted a new 
emblem and slogan consisting Oa Vv 
surrounded by a circle, in which the 
slogan “Do Your Best for Home De- 
fense”’ is displayed. 





Southland Life Regionals 


To insure the largest possible attend- 
ance of its agents at the 13th annual 
Tri-Cities Sales Congress sponsored by 
the Texas Association of Life Under- 
writers, Southland Life has arranged 
for a series of regional meetings to be 
held on the same dates as the sales con- 
gresses. These were held at Houston, 
San Antonio and Dallas this week. The 
Dallas meeting was followed by a state- 
wide meeting of Southland Life agency 
managers to consider sales plans for 
1942. In attendance from the home 
office were Joe Woodward, vice-presi- 
dent and agency director, and John 
Briggs, vice-president and _ assistant 
agency director. 

Certificates were presented to mem- 
bers of the 1942 President’s, $150,000 
and $100,000 Clubs. 





Taylor Agency Has Conference 


The Springfield, Ill., agency of Mutual 
Life, John L. Taylor, manager, held a 
round table conference Jan. 29, attended 
by agents from various parts of the field. 
[he agency has a territory of 46 coun- 
ties in central and southern Illinois. 

Speakers were Harry E. Gidel, De- 
catur; E. A. Gurtner, Bloomington, and 
J. R. Smith, Carmi, IIl., all district man- 
agers. 





Lamar Life Has Regionals 


Regional sales meetings and three-day 
training schools are being conducted by 
H. M. (Doc) Faser of Lamar Life. The 
first school for three states was held in 
Jackson, Miss., for leading producers 
from Alabama, Louisiana and most of 
Mississippi. This week he is holding a 
regional school in Memphis, Tenn., for 
agents from Arkansas, Tennessee and 
north Mississippi. 





B. M. A. Rally in Kansas City 

_ In connection with the mid-year meet- 
ing of the National Association of Acci- 
dent & Health Underwriters in Kansas 
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City Monday, Business Men’s Assur- 
ance had a Tally of leading producers, 
with about 100 in attendance from 13 
states, from Ohio to Washington. 

At the morning session, the heads of 
the various home office departments ex- 
plained the work of their divisions. The 
entire party attended the National asso- 
ciation meeting. A dinner session was 
held at which W. M. Jones, Salt Lake 
City manager, spoke and a question box 
session was held. 





Agency Convention Called Off 


The Life & Casualty of Nashville, 
which had scheduled its 1942 agency 
convention for Havana, Cuba, has 


called it off. Other places were consid- 
ered but decision was to set aside the 
convention and instead award the 
Winners with defense savings bonds. 
The matter of satisfactory transporta- 
tion, the officials say, might become a 
problem later on. 





John Hancock Managers Confer 


SAN FRANCISCO — West coast 
managers of John Hancock Mutual Life 


are holding a two-day regional sales 
seminar here this week under the di- 


rection of A. J. Cawley, new Pacific 
Coast regional manager. Assisting Mr. 
Cawley will be Harold Holly, supervisor 
field training, and R. A. Furbush, organ- 
ization supervisor. 





U. S. Life Conference Set 


General agents of United States Life 
will meet with company executives at a 
round table conference Feb. 4-6. The 
meetings will be held in the new con- 
ference room on the 8th floor of its 
home office building in New York. The 
entire floor was extensively remodeled 
along modern lines. With the addition 
of the 8th floor, U.'S. Life now occupies 
six floors of its home office building. 





Great American Reserve Rally 


DALLAS—C, C. Martin, Dallas, was 
continued as president of the Wallace 
Club, production club of Great Ameri- 
can Reserve of Dallas, as its leading per- 
sonal producer, it was announced at the 
agency convention in Dallas. E. C. Car- 
ter, Floydada, was installed as vice- 
president. Earl Combest is secretary of 
the club. 


MANAGERS 


Agency Managers in Conference 
Agency managers of California-West- 
ern States Life met at the home office 
for three days this week in conference 
with officials. Ray Cox, vice-president 
and manager of agencies, represented 
the home office. Texas was not repre- 











sented, but a special conference of all 
Texas managers will be held Feb. 
11-14. 


President O. J. Lacy and Ernie Gut- 
tersen, inspector of agencies, addressed 
the meeting at the home office. 


Vessey Elected in Minneapolis 


MINNEAPOLIS—The Minneapolis 
Life Managers Club has elected Burton 
Vessey, Provident Mutual, president; 
Wallace Loring, Metropolitan, vice-pres- 
ident; E. E. Bearg, Equitable Life, Ia., 
secretary-treasurer; Clarence Stiehm, 
Security Mutual, N. Y., and Paul K. 
Adams, Connecticut Mutual, on the ex- 
ecutive board. 


Toledo Cashiers Elect 


New officers of the Toledo Life 
Agency Cashiers Association have been 








elected as follows: Mrs. Floy Platt, 
Brooks Agency, president; Maxine Ben- 
ning, Connecticut Mutual Life, vice- 
president, and Alice IF’. Jenssen, Con- 
necticut General Life, secretary-treas- 
urer, 
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LIFE AGENCY CHANGES 





Two Agency Heads 
Are Appointed 


Connecticut Mutual Life has appointed 
two new agency executives in the field. 
Walter W. Peterson becomes general 
agent at Fort Wayne, Ind., Feb. 21. 
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WALTER W. PETERSON 


Robert S. Buzard, Feb. 1, takes his post 
as associate general agent in Seattle. 
He succeeds there Robert H. Edmiston, 
who resigned as of May 1 as general 
agent. 

Mr. Peterson has been with Connec- 
ticut Mutual since 1934 in the Pitts- 
burgh agency as an agent. He has aver- 
aged about $400,000 a year during the 
last five years. 

He succeeds John Knorr, who re- 
signed to devote attention to his per- 
sonal business but continues as associ- 
ate general agent. 

Mr. Peterson is a Texan who had 
ranch experience, then had selling ex- 
perience in another line before entering 
life insurance. 

Mr. Buzard from 1935 to 1941 was 
Washington state manager of Reliance 
Life. He has been in the insurance 
business for 12 years, associating with 
Northern Life of Seattle following grad- 
uation from University of Washington 
in 1930. In 1934 he became an agent 
of Reliance Life in Seattle, then be- 
came assistant manager and later state 
manager at Seattle. The agency in the 
last five years has doubled its insurance 
in force. 

Mr. Buzard is a trustee of Seattle Life 
Managers Association and past vice- 
president Seattle Life Underwriters As- 
sociation. 


New Metropolitan Managers 
at Galesburg and Belleville 


E. B. Sanders has been appointed man- 
ager of Metropolitan Life in Galesburg, 
Ill., and he is succeeded as manager of 
Belleville, Ill., by D. T. Schwuchow. 

Mr. Sanders had been manager at 
Galesburg since 1937. He succeeds John 
T. Jackson, who has retired under the 
company’s program. 

Mr. Sanders joined Metropolitan in 
Carbondale, III., in 1922. Two years later 
he was promoted to assistant manager 
and in 1933 he was appointed manager 
at Decatur, III. 

Mr. Schwuchow has been manager at 
Wabash, Ill. After operating as a con- 
tractor in Miami he joined Metropolitan 
in 1926, and in 1930 was promoted to 
assistant manager in Waukegan, Ill. In 
1936 he became agency sales instructor 
and later field training supervisor in the 
Great Lakes territory, until 1939, when 
he was made manager at Wabash. 


Bergan Is Manager 
of Badger Agency 


Central Life of Des Moines, Ia., ap- 
pointed Kenneth C. Bergan manager of 
the Badger agency, 
covering southern 
Wisconsin. He suc- 
ceeds the late C. 
M. Kremer, who 
was with that 
agency 30 years. 

Mr. Bergan en- 
tered life insurance 
about 4%4 years ago 
with Mutual Life 
and was one of the 
leading producers 
in his agency. Later 
he served as field 
supervisor of Wis- 
consin National 
Life for southwestern Wisconsin. 

He will spend most of his time in 
the field assisting agents in the produc- 
tion of new business and will have head- 
quarters in Madison, Wis. 





K. C. Bergan 





Prudential Advances Two at K. C. 

Larry Olson and J. M. Pinkerton have 
been advanced to assistant managers of 
the Prudential ordinary agency in Kan- 


sas City. Mr. Olson replaces Jack 
Lawrence who has become Prudential 
manager at Salt Lake City and Mr. 


Pinkerton replaces Howard Austin, Jr., 
who is now on active duty in the naval 
reserve. Mr. Pinkerton wrote more than 
$400,000 of new business last year and 
Mr. Olson in the last 10 months of 1941 
wrote more than $310,000. 


Gould to Portland, Ore. 


George D. Gould has been appointed 
superintendent of Portland, Ore., Dis- 
trict No. 1 by Prudential. He has served 
at Oakland and San Francisco for seven 
years. 

F. B. Wiley to Occidental 
Fred B. Wiley, several years a per- 


sonal producer and agency assistant of 
Equitable Society in San Francisco and 


Oakland, Cal., has become assistant 
manager of Occidental Life in San Fran- 
cisco under Manager H. A. Sloan. He 
is now the chairman of the San Fran- 
cisco C.L.U. chapter. 


Smithson District Supervisor 

LITTLE ROCK—Stanley E. Smith- 
son, representing the Gordon H. Camp- 
bell & Co. agency of Aetna Life in Fort 
Smith, Ark., has been named district su- 
pervisor for his organization for Sebas- 
tian and surrounding counties in western 
Arkansas. 

Mr. Smithson has been a full-time rep- 
resentative of the company for the last 
seven years, having started on a part- 
time basis four years earlier. He has 
qualified six times as a Regionnaire and 
is among the 50 leading producers of this 
company. 

Fred O. Ellis, field supervisor who has 
been stationed at Fort Smith, will now 
make his headquarters in Little Rock, 
and Mr. Smithson will take over the or- 
ganization work in that territory, with 
offices at 805 First National Bank build- 
ing, Fort Smith, Ark. He-has served as 
president of the Arkansas Life Under- 
writers Association and is now president 
of the Fort Smith association. 


Ben R. Gadd Verink Aid 
LINCOLN—Ben R. Gadd has been 


named supervisor of the Verink agency 
here of Union Central Life. 

David B. Westwater has been named 
supervisor in charge of city organization 
at Columbus, O., by Connecticut Mu- 
tual. He has been in insurance 10 years. 





John C. Taunt has joined the McKin- 
non & Mooney Insurance Service, Flint, 
Mich., as supervisor of the life division. 


Reorganize Newark Trust Council 


Life men and bankers at a dinner in 
Newark reorganized the Trust Council 
of North Jersey. These officers were 
elected: President, W. Deane Pruden, 
Fidelity Union Trust Co.; first vice-pres- 
ident, John E, Clayton, Massachusetts 
Mutual Life; second vice-president, 
George E. Williams, National State 
Bank; secretary, Fred Fern, National 
Life of Vermont; treasurer, E. Leichter, 


Maned ia Fi. Work 








J. HAROLD SHARPE 


J. Harold Sharpe, who was recently 
appointed general agent at Fort Worth 
for General American Life, will exercise 
supervision of 19 counties from offices 
that have been opened in the Waggoner 
building. Fred Dumas, former general 
agent there will continue with the com- 
pany, devoting full time to personal pro- 
duction. Mr. Sharpe is president of the 
Fort Worth Association of Life Under- 
writers and vice-president of the Texas 
state association. 


Federal Trust Co. This is the 21st trust 
council formed in this country. 

Wallace N. Watson, Boston, general 
agent Connecticut Mutual Life and a 
charter member of the Boston Trust 
Council, the first of its kind ever or- 
ganized in this country, gave a_ brief 
outline as to the value of such an or- 
ganization. 

Earl H. Frei, district manager Mu- 
tual Life of New York, has been ap- 
pointed chairman of the Fond du Lac, 
Wis., defense bond committee. 





New Dayton Set-Up for Northwestern Mutual 








HERBERT FE. WHALEN 


Herbert E. Whalen, for 10 years spe- 
cial agent for Northwestern Mutual 
Life in the Reynolds & Engel general 
agency at Dayton, O., will become gen- 
eral agent there, succeeding William L. 
Reynolds and Walter W. Engel, who 
have resigned. Both partners have 
spent their entire business careers with 
the Dayton agency of the Northwest- 
ern Mutual, Mr. Reynolds for 46 years 


WILLIAM L. REYNOLDS 


They will 
with the 


and Mr. Engel for 32 years. 
continue their association 
agency. 

Mr. Reynolds and Mr. Engel started 
in life insurance under the late J. M. 
Markham, general agent in Dayton. 
Mr. Reynolds started in 1895 and for 


many years was a leading agent, as 
was Mr. Engel, who began in 1909. 
Upon the death of Mr. Markham in 


WALTER W. ENGEL 


1930 they formed a partnership and 
succeeded him. 

Mr. Whalen has been consistently 
among the top producers in the agency 
and several times was the leading 
agent. Previously for a time he was 
vice-president of the largest bank in 
Dayton, in which city he was born and 
where he attended the University of 
Dayton. 
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GENERAL AGENCY NEWS 





Equitable of lowa-Michigan 
Organization Celebrates 


The 75th birthday of Equitable of 
Iowa and the 47th birthday of the De- 
troit agency were celebrated at a lunch- 
eon with General Agent F. A. Smart as 
host. A one-day new business drive 
brought in excellent results. The agency 
has been among the leaders for many 
years and showed a fine gain in 1941. 

Transcribed addresses by President 
F. W. Hubbell and Agency Superinten- 
dent R. E. Fuller were highlights of the 
luncheon at which a birthday cake with 
75 candles was cut. Other speakers 
were H, L. Harvey, district agent Kala- 
mazoo and president Michigan State As- 
sociation of Life Underwriters; C. B. 
Carman, district agent Lansing; G. W. 
Powell, Kalamazoo, and E. P. Mes- 
singer, Detroit. 

Guests included Clyde Manion, Equit- 
able Society, vice- oar Qualified 
Life Underwriters; W. Ryan, Penn 
Mutual, president halon Life Gen- 
eral Agents & Managers, and J. L. 
Hindelang, Life Insurance Council of 
Michigan. 


NEBRASKA AGENTS CELEBRATE 


Nebraska agents of Equitable Life of 
Iowa were guests at Omaha of Lyle V. 
Barnes, general agent, at a luncheon cele- 
brating the company’s 75th anniversary. 
Transcribed addresses by F. W. Hubbell, 
president and grandson of the founder, 
and Ray E. Fuller, superintendent of 
agencies, were heard. 

TOWNSEND AGENCY GATHERING 

Members of the Indianapolis general 
agency of Equitable Life of Iowa cele- 
brated the company’s 75th anniversary 
with a meeting and luncheon with J. R. 
Townsend, as general agent, in charge. 


OBSERVANCE IN WICHITA 


The Wichita general agency of Equita- 
ble of Iowa under the direction of Harry 
W. Stanley and Earl V. Reed, general 
agents, observed the 75th anniversary 
at a dinner. “The life agent’s privilege 
in helping to make dreams come true” 
was discussed by G. K. Wallace. 


COOLEY AGENCY TAKES PART 


When The Harold P. Cooley agency 
of Equitable of Iowa in Boston cele- 
brated the company’s 75th anniversary, 
Mr. Cooley presented $150,000 of new 
business, written in honor of the event. 
The company was represented’ by 
George L. Hamlin, field supervisor, 
George H. Flynn, a recent addition, was 
presented a brief case for his large pro- 
duction record. 





Kuhn Most Valuable Agent 


E. G. Walls, Jr., agency manager of 
the W. H. Siegmund agency of Con- 
necticut Mutual Life in Los Angeles, 
has named Mark V. Kuhn the agency’s 
“Most Valuable Associate for 1941.” 
Mr. Kuhn is branch manager of the 
agency at Long Beach. His personal 
production along with production of 
his unit made a major contribution to 
the agency’s 50 percent increase in 
paid-for business in 1941. 

The Siegmund Agency advanced 10 
places in company rank last year. 





Young Succeeds Forshay 


A. P. Forshay, who has been with 
Penn Mutual for 16 years and for the 
last year and a half as cashier of the 
J. Elliott Hall agency at Newark, has 
resigned to enter another field. He was 
tendered a farewell dinner by the agency. 
He will be succeeded by J. H. Young, 
who for a year has been cashier at Kan- 
sas City for New England Mutual. Prior 
to his joining that company he was con- 
nected with Penn Mutual Life for about 
10 years. 


O’Brien Agency Celebrates 
20th Year with Berkshire 


James B. O’Brien, general agent of 
Berkshire Life at Albany, N. Y., gave a 
dinner to 75 associates and their guests 
to mark the 20th anniversary of the 
agency. The celebration was an all-day 
affair. Among the guests were execu- 
tives of the company and two directors 
and Ernest G. Mertins, president of the 
Albany Association of Life Underwrit- 
ers. 

President F. H. Rhodes, Vice-presi- 
dent Harrison L. Amber, and Lewis B. 
Hendershot, manager of agencies, paid 
tribute to the agency, which has led the 
company in 13 of its 20 years with Berk- 
shire. The agency established a new 
record in 1941 with production of $5,115,- 
699. Mr. O’Brien predicted that 1942 
will be another successful year for life 
insurance. 

Mr. O’Brien’s associates presented him 
with a gold wrist watch suitably in- 
scribed. 





Metheny Agency Get-together 


The C. B. Metheny agency of Fidelity 
Mutual Life in Pittsburgh held its an- 
nual get-together meeting with L. J. 
Dooling, assistant manager of agencies, 
and Richard Campbell, leading producer 
of Fidelity Mutual, as guest speakers. 
Manager Metheny presented production 
awards to Frank Jannuzi, Don McCune, 
Regis Heinzer and Robert Burnett. 
Agency Supervisor J. D. Bennison was 
chairman. Mr. Metheny announced new 
premium income increased 25 percent in 
1941 over 1940 and the agency rose from 
33rd place in company standing in 1934 
to fourth place in 1941. 


Manager's War Bond Offer 


The Peterson & Peterson agency of 
Provident Mutual Life at Seattle an- 
nounces that they will invest in defense 
bonds an amount equal to the commis- 
sions earned by agents from new busi- 
ness written each Friday, plus an amount 
equal to the general agent’s first year 
and total over-riding on such business. 


Wright Places High in U. S. 


For the third year R. T. Wright, Law- 
rence, Kan., of the S. P. Quarles gen- 
eral agency of Provident Mutual in 
Kansas City in 1941 was among the top 
three in production. He was second 








last year and in 1940, and third in 1939. 
He has been a member of the Leaders’ 
Round Table since he joined it in 1930 
upon graduation from Kansas State 
University. He has a low lapse rate and 
high average policy. 





St. Louis Agency Far Ahead 

The Mississippi Valley Agency of the 
North American Life in St. Louis, 
headed by Gregory L. O’Shea, in 1941 
showed a 44 percent increase over 1940, 
and became the fifth leading agency in 





increased premiums. There was a 25 
percent increase in new paid for busi- 
ness. It won an agency consolation tro- 
phy and other prizes. The company’s 
insurance in force gained. 





To Honor Baer at Dinner 


The “Leaders’ Club” of the Al. F. 
Gillis agency of Provident Mutual Life 
in Newark will hold a dinner in Newark 
Feb. 2, at which Clyde L. Baer will be 
presented with two ‘gold cups in recog- 
nition of his being the leader in paid 
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for business and having the largest num- 
ber of lives insured in the agency for 
1941. General Agent Gillis will preside. 


Manager Feely Leads Field 
NEWARK—R. M. Feely, manager 
Newark agency of North American Life, 
led the agency force last year in volume, 
applications and new premiums and was 
awarded the trophy for that achieve- 
ment. The Newark agency paid for more 
than $2,500,000 new business in 1941. 


Marks Leads Newark Agency 


David Marks, Jr., for 
secutive year in 1941 led the Newark 
agency of Mutual Life of New York 
in paid business. In December he paid 
for nearly as much as in 1940. His total 
was about $1,000,000. He is president 
of Newark C. L. U. Chapter, vice-presi- 
dent of Mutual Life and past president 
of the Newark agency “Field Club.” 


the fourth con- 


Paige Agency Meeting 

DETROIT—The first meeting of the 
year for the Detroit agency of Mutual 
Life of New York was attended by 40 
agents in eastern Michigan. This was 
also the first meeting under John W. 
Paige, who became manager Dec. 1 

B. N. Woodson, assistant manager 
Sales Research Bureau, discussed “Life 
Insurance Looks Ahead.” Mr. Paige, O. 
R, Wilcoxson, agency organizer, and H. 
A. Cavanagh, supervising assistant, also 
spoke. The agency's new business in- 
creased 10 percent in 1941 and improved 
its ranking among company agencies by 
10 places, Mr. Paige reported. 


Bray Agency’s Annual Meeting 


HOUSTON—Francis G. Bray, gen- 
eral agent here for New England Mu- 


tual Life, held his annual agency meet- 
ing, with business sessions morning and 
afternoon. A luncheon at noon was at- 
tended by agents and their wives. 

lalks were given by William E. 
Hay s, director of agencies, Boston; E. 
B. Thurman, genera! agent at Chicago, 
and Wilson Williams, general agent 
New Orleans. 

Mr. Bray’s agency exceeded its quota 
by 14 percent in 1941 with a produc- 
tion of almost $3,000,000, of which $1,- 
000,000 was paid for in December. 


NEW YORK 


NEW YORK FAR AHEAD IN SALES 





Sales of ordinary life insurance in 
New York City showed a big increase 
for December, according to the esti- 
mate of the Sales Research Bureau re- 
leased by the New York City Life Un- 
derwriters Association. Paid for busi- 
ness was $75,617,000 i S-4S,- 


as agaimst 
966,000 for December, 1°40. 


HARMELIN IN LARGER QUARTERS 

\rnold Harmelin, 
Columbian National 
his 24th anniversary of 


general agent of 
Lite, celebrated 
continuous ser- 


vice as general agent for the company 
by moving into larger quarters at 60 


John street, New York. Associated with 


Mr. Harmelin are his two sons, David 
and William. The attractive suite in the 
60 John street building is in the center 
of the insurance district and the build- 


ing also has an entrance at 107 William 
street. 
TRACE BESDINE’S OPERATIONS 

In connection with a report of the 
activities of Donald Besdine, Inc., a 
life insurance counsellor organization in 
New York, which was publicized last 
week the insurance department made a 
tabulation of 1,113 policies which had 
been changed at the suggestion of the 
Besdine outfit. The average amount of 
insurance in force per policy, less loans, 
was increased from $471 to $502, the 
New York department states and the 
annual outlay, giving consideration to 
dividends, was decreased from $40 to 
$21 per $1,000 of insurance in force 


Ss baiatasssnntnithsetibchanete 


and the sation increased the cash 
in his pocket by $73 per policy, but, 
the department pointed out, “it neces- 
sarily decreased his future cash value 
and in the case of an endowment, elim- 
inated a maturity value, by amounts 
approximately equivalent, when all con- 
tingencies are taken into account.” 


About 11 percent of these policies had 
loans thereon before the change and 


about 8 percent after the change. 


LEYENDECKER-SCHNUR OPENING 

The new quarters of the Leyendecker- 
Schnur agency of Guardian Lite in the 
center ot the insurance district at 84 
William street, New York, were offici- 
ally opened with more than 400 guests 
on hand. The agency is the largest 
of the Guardian Life and has been for 
many years. A large representation was 
present from the home office, headed by 
J. A McLain, president; F. F. Weiden- 
borner, agency vice-president; E. P. 
Ruge, underwriting secretary; M. B. 
Bender, medical director, and J. L. Cam- 
eron, associate actuary. C. N. Leyen- 
decker and J. A. Schnur, agency man- 
agers, and R. L. Spaulder, associate 
manager, received guests. In its new 
quarters, the agency has 1,000 additional 
feet of floor space. 





Cc. P. DAWSON HOUSEWARMING 

About £00 attended a reception in the 
new quarters of the C. P. Dawson 
agency of New England Mutual at 527 
Fifth avenue, New York. The agency 
has about one-third :nore space in its 
new, modern and attractive air-condi- 
tioned quarters; George L. Hunt, vice- 
president, represented the home office. 

The agency closed last year in third 
place for all of the company’s agencies 
and with a gain of 26 percent in new 
business. D. E. Leith of the agency 
was third ranking agent nationwide. Mr. 
Dawson is a director of the New York 
Life Underwriters Association and 
chairman of its sales congress coinmit- 
tee. He is widely known for his life 
insurance views and is much in demand 
as a_ speaker. Thomas Stanion, man- 
ager of the agency’s brokerage depart- 
ment, was an able receptionist, assisted 
by the agency’s staff. 





MRS. SIBLEY FOR FEB. 3 


Mrs. Harper Sibley of Rochester, 
N. Y., an outstanding volunteer worker 
with the Y.W.C.A., will speak at the 
meeting of the League of Life Insurance 
Women, at the Architectural League 
Club, New York, Feb. 3, on “Women 
and Life Insurance in War Time.” 


SLATE 





Albert Hirst’s booklet “When a Man 
Dies” should be in the hands of every 
one of your large clients. Four copies $1. 
Order from National Underwriter. 
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INDUSTRIAL 


Mexican Business Is 
Good If Well Selected 


Companies writing industrial life in- 
surance in the southern Texas points 
where Mexicans reside find that this 
business can be written profitably if it is 
secured on a selective basis. Company 
executives agree that much depends on 
the agents. Many Mexicans do not 
know how old they are. They are sus- 
picious and secretive. The agent must 
be able to size up his prospect and his 
family and judge whether the risk or 
risks will likely be desirable. The mor- 
tality ratio is higher on the average on 
Mexican business than with other na- 
tionalities, 

Where the federal government has in- 
terested itself in housing projects as it 
has, for instance, in San Antonio where 
it razed blocks of hovels where Mexi- 
cans lived and erected one story plaster 
or stucco houses with modern con- 
veniences it creates at once a new type 
of mind and hence more desirable insur- 
ance risks. Some companies have had a 
disastrous experience but when they an- 
alyze it they can trace the cause back to 
the agents. 





Life & Casualty Changes 


Robert Reece, Birmingham, Ala., man- 
ager of Life & Casualty, has been trans- 
ferred to Nashville as district manager. 
John Kay, Tuscaloosa, Ala., president of 
Tuscaloosa Association of Life Under- 
writers, succeeds Mr. Reece in Bir- 
ee 

W. Brent, superintendent in Birm- 
ict has been transferred to Tusca- 
loosa to succeed Mr, Kay and C. O. 
Tidwell, agent in Birmingham, is made 
superintendent to succeed Mr. Brent. 
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CALIFORNIA A 


Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 
CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
SAN FRANCISCO LOS ANGELES 


























ILLINOIS 


| DONALD F. CAMPBELL 
and 
DONALD F. CAMPBELL, JR. 


Consulting Actuaries and Public Accountants 
35 Years of Service 


160 North La Salle Street, Chicago, Illinois 
Tel. State 1336 




















WALTER C. GREEN 
Consulting Actuary 
Franklin 2633 
211 W. Wacker Drive, Chicago 





HARRY S. TRESSEL 
Certified —_ — and 


10 S. La Salle St., Chicago 
Associates 
M. Wolfman, A. A. I. A. Franklin 4020 
N. A. Moscovitch, Pb. ‘D. 
L. J.’ Lally 











INDIANA 





Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis—Omaha 








HARRY C. MARVIN 
Consulting Actuary 
221 E. Ohio St. 
INDIANAPOLIS, INDIANA 








MISSOURI 








CARROLL E. NELSON 


Consulting Actuary 


915 Olive Street, Saint Louis 
Central 3126 




















NEW YORK 


Established in 1865 by David Parks Fackler 


FACKLER & COMPANY 


Consulting Actuaries 


Edward B. Fackler Robert O. Holran 
8 West 4@th Street New York City 














Consulting Actuaries 
Auditors and Accountants 


Wolfe, Corcoran and Linder 
116 John Street, New York, N. Y. 














PENNSYLVANIA 


FRANK M. SPEAKMAN 
CONSULTING ACTUARY 


Associate 
E. P. Higgins 
PHILADELPHIA 
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The National Underwriter is the only weekly insurance news 

e Nati riter r paper these weekly reports supplement the data contained in the Littl 
— a readers with important last minute policy and dividend published in March at $2.50 a copy, and the Gaeer ahaa 
changes. mpiled by John H. Rader, National Underwriter statistician, published in May at $5 a copy. a 
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new policies issued and has distributed 9.70 9.20 
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ae % Gat oe i ee er ee a Sy 
o,e J due 5 . oo S| a er 4 . . . 5 . . . . Ae 
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rangement, which can be added to all = **Minimum policy $5,000. 10 Year Summary 
paaren ie ‘ hain ts aaa : Aen eee - recto 
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war clause were announced. Present 
rules permit issuance of insurance with- 
out an aviation and war risk exclusion 
provisions clause on male lives between 
ages 16-37 who presumably will be 
classified as 3-A. It has been necessary, 
the company said, to limit the amounts 
that can be accepted on this basis to a 
maximum of $40,000 life insurance in- 
cluding any insurance already in force. 
This limit may be reduced in some cases 
especially when the insurance is issued 
on a substandard basis. 


Massachusetts Mutual Now 
Has New Term Forms 


Massachusetts Mutual has introduced 
new 15 and 20 year term policies on a 
participating basis. The 15 year term 


‘will be issued at rated ages 20-50, in- 


clusive and the 20 year term at rated 
20-45. Waiver of premium, but not dis- 
ability income, may be attached to poli- 
cies issued on lives of men only. The 
accidental death benefit may be at- 
tached. Present term limits as to 
amounts apply. 

The 15-year term may be converted 
without medical examination at any 
time during the first 10 years, and the 
20 year term during the first 12 years, 
to any life, endowment or retirement 
income form. 

These policies contain the usual non- 
forfeiture values, but no loan privilege. 
The premium rates are: 


15 20 5 20 
A ge Year Year A 2 ¢ Year Year 
ae $ 9.61 $ 9.77 o6.....$12.62 $14.11 
er 9.67 9.86 a eaette 13.11 14.75 
22 9.73 9:97 errr 13.67 15.47 
YS mae 9.80 10.08 tiene <a 14.29 16.26 
A re G6 10:20 40.2... 14.97 17.02 
rs eareree 9.96 10.34 fcc. BREE TSG 
Yr 10.05 10.50 (ee 16.57 19.09 
— 10.17 10.69 fee 7.49 20.22 
28 10.30 10.90 oe 18.50 21.45 
ee 10.46 11.15 eee 19.6) 22.79 
eee 10.65 11.43 Cee 20.82 
1 eae 10.88 11.75 47 22.14 
Ce EES F202 48..... 23.58 
33 11.44 12.54 ee 25.15 
ee 11.78 13.00 Bev ises 26.85 
ie vies 12.17 13.53 


Columbian National Has 
25-Year Family Income 


Columbian National Life now has a 
25-year family income rider, supplement- 
ing the 10, 15 and 20 year plans in use 
for several years. The extra premium 
for the rider, unlike those for the three 
older forms, are paid throughout the 
term, consequently being substantially 
reduced. On the 10-year plan, extra pre- 
mium is paid for five years, 15-year, for 
10 years, and 20-year, for 15 years. 

The 25-year rider will be issued in 
conjunction with all life and endowment 
policies except five and 10-year term. 

Proceeds in case of death can be paid 
as an income of $10 per month per thou- 
sand of face amount, or in a commuted 
sum, at the insured’s election, but the 
beneficiary has this choice only if the 
insured during his lifetime has author- 
ized this privilege. 

Commuted value of the new rider in 
the first year (highest value) is $2,601, 
as compared to $2,368 for the 20-year 
rider, $2,098 for the 15-year and $1,784 
for the 10-year. 

The extra premiums per unit of $10 
per month income, to be issued in con- 
nection with each $1,000 of face amount 
are: 


Extra Extra Extra 
Age Prem. Age Prem. Age Prem. 
20....$ 5.62 1 a ee Re 10.26 
Biicc« ES 30.... 6.33 39... 197 
22 5.64 Sti. 6.62 40 11.74 
23.000 G65 $2... GS 41 12.59 
Zhi. 266 pf ers 7.39 42. 13.52 
G0 s0s Oe 34 7.86 43.... 14.54 
26 5.72 35 8.39 44. 15.65 
27 5.81 36 8.97 45.... 16.84 
28 5.94 37 9.59 


New General American 3°%/, 
Nonpar Rates Shown 


The General American Life’s new 3 
percent nonparticipating premium rates 
recently were presented in this depart- 
ment by quinquennial ages for six 
forms. Below are presented the new 


rates at all ages 20-65 for six forms. 

No changes were made in premiums 
and nonforfeiture values for any partici- 
pating plans except: For insurance with 
life income plans a larger commuted 
value is required to provide the desired 
income and hence the premiums have 
been increased; for each of the maturity 
ages 55, 60 and 65 there is one insurance 
with life income plan instead of two; 
premiums and commuted values at ma- 
turity per $1,000 face amount are the 
same for men and women but the in- 
come after maturity is less for women 
than for men; single and annual pre- 
mium retirement income plans have been 
revised to put all guarantees on 2% per- 
cent interest; rate of interest guaranteed 
on dividends left on deposit with com- 
pany have been reduced to 2'% percent 
in all participating policies issued since 
Jan: 1. 

The new  nonparticipating 
1ates per $1,000 are: 

Ord. 20 20 Y. oe 10 Y. 


premium 


Term 





Age Life Pay End. a t 65 End. to 65 
20 $14.63 arg 1 $44.46 $17. 62 $97.13 $10.59 
21 14.97 2 44.48 18.14 97.13 10.74 
22 15.34 97.13 10.89 
23 15.73 97.14 11.05 
24 16.13 97.14 11.21 
25 16.56 97.14 11.39 
26 17.01 97.15. 11.57 
27 17.50 97.15 11.81 
28 18.00 97.16 12.07 
29 18.52 97.17 12.35 
30 19.05 97.18 12.64 
31 9. 97.19 12.96 
32 b 97.22 13.30 
33 20. 97.26 13.67 
34 21.3 97.31 14.07 
35 22. 97.37 14.51 
36 22. 97.52 14.95 
37 23.6 97.69 15.41 
38 24, 97.86 15.88 
39 i 98.05 16.36 
40 26.5 98.28 16.85 
41 27.8 98.50 17.37 
42 28. 98.73 17.92 
43 .6 99.00 18.50 
44 30.5 99.30 19.13 
45 32. 99.64 19.79 
46 33.55 99.96 20.51 
47 34.97 53 100.31 21.30 
48 36.46 100.71 22.18 
49 38.05 5101.14 23.16 
50 39.72 .29 101.61 24.25 
51 41.46 73.43 102.14 ae 
a2 43.29 3102.71 

53 45.24 103.34 

a4 47.30 104.02 

55 49.49 104.77 

6 51.88 -. 105.59 

57 54.45 .. 106.49 

58 57.21 . 107.47 

59 60.16 ~« 308.53 

60 63.32 . 109.69 

61 66.70 

62 70.32 

63 74.18 

64 78.32 

65 82.73 








London Life’s dividend scale will not 
be changed for 1942. 








King Brothers Advanced 
in Hooper-Holmes Bureau 


NEW YORK — Directors of the 
Hooper-Holmes Bureau elected as vice- 
presidents, Edward King and J. Charles 
King, sons of President John J. King. 
Both of the new officials have been im- 
portantly identified with the organiza- 
tion for a number of years, Edward 
King having been  secretary-treasurer 
since 1930, and in charge of operations 
since 1936; all duties of which he will 
continue to direct; while J. C. King, di- 
rector of sales for the past six years, 
will retain such post in addition to his 
executive duties. 


Aviation Rider Arguments 


ST. PAUL—Arguments were pre- 
sented before the Minnesota supreme 
court this week on the legality of a new 
Minnesota law covering aviation exclu- 
sion riders. This is a friendly action 
brought by Minnesota Mutual Life 
against Commissioner Johnson. E., J. 
Devitt, assistant attorney-general repre- 
senting Mr. Johnson, contended that the 
purported law under which the aviation 
exclusion rider was attempted to be 
filed by Minnesota Mutual Life was 
never constitutionally passed and even 
if the law was constitutionally enacted, 
the rider submitted does not comply 
with the terms of the purported law. A 
decision is not expected for several 
weeks. 
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FACTS FROM ‘41 


GAIN OF INSURANCE IN FORCE 
—The largest since 1940, bringing total to over $120,- 
500,000. 


PERSISTENCY of Business—while always good was best in 
Company's history. 


ASSETS and SURPLUS—reached new high points. 
NEW BUSINESS—well ahead of 1940. 
PAYMENTS TO POLICYHOLDERS 


—Brought total paid since organization to more than 
$26,000,000. 


NUMBER OF MEN PAYING FOR $200,000 OR MORE 


increased. 


AVERAGE PRODUCTION for Top 100 Men increased 
11% over 1940. 


Agency opportunities for quality underwriters in 
Indiana, Illinois, Ohio, Michigan, Minnesota, lowa, 
Texas and California. 


INDIANAPOLIS LIFE INSURANCE COMPANY 


A Legal Reserve, Mutual Company 


EDWARD B. RAUB A. H. KAHLER 
President 2nd Vice-President 
Supt. of Agencies 














WE TOO SERVE AMERICA 
in 
WAR or PEACE 
PROSPERITY or DEPRESSION 


SERVICE 


To Policyholders and to Agents is our Motto 


ROCKFORD LIFE INSURANCE COMPANY 


Rockford, Illinois 
FRANCIS L. BROWN, President 




















Why is America Fighting? 


America is fighting not merely to avenge the Axis attack on 
Pearl Harbor. Her real goal is to end aggression . . . to safeguard 
liberty and freedom . . . to bring back stability to a world now 
in upheaval. 


Symbolizing the freedom and stability which Americans seek 
to protect is the institution of life insurance. Life insurance 
brings economic security to a free people . . . and thus enables 
them to achieve individually what America as a nation is fighting 
to preserve. 


Shenandoah Life Insurance Co., Ine. 


Roanoke, Virginia . 
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Georgia Congress 
in Atlanta 
Valuable Parley 


ATLANTA—A well balanced  pro- 
gram made the Georgia sales congress 
here an unqualified success. The pro- 
gram chairman was Walter Rountree, 
Pacific Mutual, and he was given a full 
measure of praise. The three speakers 
dealt with sales points in an original 
manner. 

Paul Dobson of Minneapolis, Dewey 
Mason, Syracuse, general agent for 
Aetna Life, and John A. Witherspoon, 
Nashville, general agent John Hancock 
and president of the National Associa- 
tion of Life Underwriters, were featured. 

Mr. Dobson emphasized the value of 
clientele building. Mr. Mason brought 1 
into play his talent of humorous phi- 
losophy to point definite morals in pro- 
duction conduct. 

President Witherspoon 
aims and objectives for the N. 
in the months ahead. 

Beiore these addresses were given the 
activities of the Georgia state associa- 
tion were discussed by Thomas M. Fow- 
ler, Columbus, Metropolitan Life, presi- 


outlined the 
Ay. € 


dent of the association. He reported 
that local units now exist at Augusta, 
Atlanta, Columbus, Macon, and Savan- 


nah and that the organization commit- 
tee is working towards the formation of 
associations at Rome, Athens, Gaines- 
ville, and Albany. President Fowler 
made a plea for the local associations 
to put more power behind their efforts 
to increase the sale of defense bonds. 

Attendance was well over 200, includ- 
ing the 75 top producers of the state, 
the qualified members of the Georgia 
Leaders Round Table. 


Retail Credit Luncheon Host 


The program terminated with a 
luncheon gathering with the Retail 
Credit Company as host. W. Stanton 


Hale, president of the Atlanta associa- 
tion, was in charge. The principal 
speaker was Paul Speicher, R. & R. 
Service. 

At the luncheon the 42 ranking mem- 
bers of the Georgia Leaders Round 
Table received gold pins. The pins were 
the gift of the First National Bank of 
Atlanta. N. Baxter Maddox, vice-presi- 
dent and trust officer of the bank, former 
gcneral agent for Connecticut Mutual, 
presented the.pins, and acknowledgment 
was made by Lawrence Willet, Penn 
Mutual, president of the leaders group. 


Nearly 100 assembled at breakfast to 
greet President Witherspoon. David 
Marx, Jr., Atlanta, Massachusetts Mu- 


tual, presided, and there were short talks 
by Mr. Hale, Mr. Fowler, Mr. Wither- 
spoon, and L. H. Parrish, vice president 
and trust officer of Citizens & Southern 
National Bank, the breakfast host. 
Leaders Group Elects 

Also there was an early morning ses- 
sion of the Leaders Round Table. Mr. 
\illet was elected president. Vice- 
president is George Venable, LaGrange, 
Northwestern Mutual; secretary, Luther 
Guest, Atlanta, Connecticut Mutual; 
directors; David Marx, Jr., Atlanta, 
Massachusetts Mutual, the retiring pres- 
ident; Thomas H. Daniels, Jr., general 
agent for Union Central, Atlanta; G. W. 
Matthews, Columbus, and Leon Wilson, 
Macon, Penn Mutual. 


Atlanta Club and the 


The Managers 
state association entertained the round 
table members at a dinner. The Fulton 
National Bank at this time presented 
certificates of merit to the Round Table 
members, with F. M. Blalock, president 


of the bank, doing the honors. 

Sam Carson, general agent for Aetna, 
introduced Mr. Mason, Mr. Wither- 
spoon was presented by Walter Powell, 
Georgia general agent of John Hancock. 
Mr. Dobson was given an introduction 
by Mr. Rountree. 





January 30, 1942 











- Total Sales Up 14% 
for 194] 


(CONTINUED FROM PAGE 1) 
Total 





Jan. $ 652,341,000 $ 572,443,000 -12.2 
Feb. 561,237,000 588,359,000 4.8 
March 615,607,000 646,196,000 5.0 
Apri 624,200,000 661,627,000 6.0 
May 625,742,000 657,027,000 5.0 
June 596,927.000 648,144,000 8.6 
July 604,712,000 660,125,000 9.2 
Aug. 578,515,000 645,046,000 1.5 
Sept 549,336,000 699,549,000 27,3 
Oct 647,943,000 730,327,000 12.7 
Nov 560,505,000 681,479,000 21.6 
Dec 694,156,000 1,141,316,000 64.6 

$7,311,221,000 $8,331,638,000 14.0 


In the following table are given the 
production figures by years since 1913, 
for ordinary and total the last three 
ciphers being omitted: 


(ast 000 omitted) 
Ordinary Total 

$ 2,294,899 
2,324,907 
2,466,200 
2,909,538 
3,382,267 
3,611,351 
5,844,140 
6,960,167 
5,817,192 
6,595,390 


Period . 
J) | ee eres $1,651,162 





8,799,977 

10,590,108 

11,262,776 

11,143,652 

12,094,977 

12,751,429 

12,325,175 

R 10,989,782 

32 9,023,479 

BS srwueosneaousee 5,070,097 7,748,175 
BOO oStd wae de aa D, 515 D, 391 8,539,65 
_ SEAR ee rr ee 8,755,944 
ar eres 8,635,056 

Ll eee eee ; 8,982,999 

Le erie 4, 858, "477 4,020,089 

Be eer ee 5,009,600 7,296,797 
BUND. aiesesicies dc tins sistem 5.050.065 7,311,221 

Wade eu eet ee 5,592,087 8,331,638 


Personnel Problem 
Acute in Hartford 


(CONTINUED FROM PAGE 1) 


operation like filing which has  previ- 
ously been done by 10 girls these girls 
can be moved up to fill the places of 
girls who have quit while 20 part-timers 
can be put on to replace the 10 who did 
filing. 

This system of taking high school 
seniors results in obtaining a group that 
is above average, for pupils at the bot- 
tom of the class are not recommended 
for fear they might fall behind in their 
studies. The response to this offer of 
the insurance companies has been better 
than it probably would be in normal 
times. Youngsters, it has been found, 
want to pitch in and do something be- 
sides spending their afternoons eating 
ice cream sodas and going to the movies. 

Because of the employe shortage in- 
surance companies have got in touch 
with their former women workers who 
quit their jobs after getting married. 
Quite a few of these have come back. 
Those who get married are encouraged 
not to quit but to stay on. One diffi- 
culty has been that quite a few of the 
recent marriages have been among girls 
who got married so as to be able to 
travel with their husbands who are now 
in military service. 

The war industries 


| MANAGE ENT | 


have taken their 
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REALTY COMPANY 
Realtors & Insurors 


MANAGEMENT SALES 
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toll in the agency field as well. How- 
ever, this has not worked out too badly 
in many cases. A number of life and 
casualty agents have taken jobs on the 
night shift and continued handling their 
insurance business by working at it four 
or five hours a day. Many of them 
have found that they could do about as 
much business as they had previously 
been doing full time. 

The employment situation is not due 
merely to the employes’ mercenary de- 
sire to get more money. Rents and 
other factors in the cost of living have 
advanced more sharply in Hartford than 
in some other places, largely because 
of the war industries boom. Conse- 
quently many who were getting by on 
what they were making have found 
themselves pinched as prices advanced. 
On the other hand, many employes who 
have chosen insurance as a career have 
looked ahead and resisted the lure of 
higher pay which, however, might prove 
to be temporary. 


Cutting Non-Essentials 


Facing this lack of employes, the com- 
panies are exercising additional watch- 
fulness to eliminate every operation that 
is not absolutely essential. In normal 
times considerable information is 
worked up that is interesting and valu- 
able but that nevertheless could be 
omitted without any great harm result- 
ing. 

Existing calculating and_ tabulating 
machines can be used for certain op- 
erations if minor changes are made in 
the exhibits which are to be set up. 
Many procedures have become compli- 
cated through the years by the addition 
of small additional items, none of which 
is very time-consuming in itself but 
which may have a considerable cumula- 
tive effect. As a result, executives are 
asking themselves about each phase of 
their work, “Is it essential?” 





Postpone Fischer Hearing Again 


DES MOINES—The court hearing 
to determine the question of jurisdiction 
in the action filed with the state execu- 
tive council against Commissioner 
Fischer of Iowa has been postponed 
again until Feb. 2. 


Employes Buy $208,086 of Bonds 


Employes of New York Life have 
spent $208,086 for defense bonds. The 
company started its first salary allot- 
ment plan May 15, 1941. 


New Farm Land Sale Record 
CEDAR RAPIDS, IA.—Sales of farn: 

land in Iowa by the Equitable Society 

reached an all-time high in 1941 with 


676 farms sold totaling $9,311,265. 


Rita Life A. & H. 
Policies Revised 


Aetna Life has completely revised 
and rephrased its accident and health 
policies, mainly with the idea of securing 
greater clarity and making it clear by a 
“yes” or “no” answer on every policy 
whether or not coverage is given. 

In the total disability provision, the 
phrase, “directly and independently of all 
other causes,” has been eliminated. Par- 
tial disability must now be “continuous” 
and prevent insured from performing 
“an important daily duty” pertaining 
to his occupation, instead of “one or 
more.” 

Several new items are added in the 
elective indemnity section. In the ex- 
clusion section the necessity for attach- 
ing a pyogenic infection rider is elimi- 
nated by inserting the phrase “by dis- 
ease or infection (except pyogenic infec- 
tion) which shall occur through an acci- 
dental cut or wound.” 

The new forms have eliminated about 
15 riders which have been necessary in 
many instances. The phrase which stip- 
ulated that failure to comply with any or 
all provisions would vitiate the contract 
has been eliminated. It was felt this was 
too drastically phrased, as it virtually 
challenged the policyholder to make ab- 
solutely no error, under possible penalty 
of not receiving indemnity. 


Ohio State Club Heads Named 

Alfred Guay, Los Angeles general 
agent, is president of Ohio State Life 
President’s Club by merit of being the 
leading producer in 1941. Willard Mor- 
ris, Columbus, is secretary. Edward J. 
Minch, Cleveland, is president of the 
Honor Club and Carl C. Smith, ts secre- 
tary. 


Schmidt Heads N. Y. Managers 

H. Arthur Schmidt of the Allen & 
Schmidt agency of New England Mutual 
Lite was elected president of the New 
York City Life Managers Association at 
its annual meeting this week. He suc- 
ceeds K. A. Luther, general agent of 
Aetna Life. J. M. Eisendrath, manager 
of Guardian Life of New York was 
elected vice-president and T. W. Foley, 
general agent of State Mutual, secre- 
tary-treasurer. 

The guest speaker was Vance L. Bush- 
nell, second vice-president of Equitable 
Society, who talked on the reasons why 
the money management of life compa- 
nies is superior to other types of money 
management service. 

Mr. Luther was unable to be present 
because of illness. His report was pre- 
sented by Vice-president W. J. Duns- 
more. 
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Field Managers 
Program Prepared 


The program of the Fraternal Field 
Managers Association midwinter meet- 
ing at Hotel Morrison, Chicago, Feb. 20, 
was announced by President John E. 
Little, field director and actuary of 
Maccabees. 

Mr. Little schedules the morning ses- 

sion to open at 10 a. m. After singing 
of “America” and the pledge of alle- 
giance, there will be greetings by 
Thomas R. Heaney, president National 
Fraternal Congress, who is high secre- 
tary of Catholic Order of Foresters. N. 
k. Neprud, superintendent of agencies 
Lutheran Brotherhood, will follow with 
actual case histories of successful field 
men, 
C. D. DeBarry, general sales director 
of C.O.F., and chairman of the special 
committee working out plans for ob- 
servance of “National Fraternal Week,” 
will conduct a session on questions and 
answers. H. A. Mitchell, field manager 
of Equitable Reserve, then will discuss 
recruiting and lead a forum on this sub- 
ject. 

In the afternon session, Oscar E. Ale- 
shire, president of Modern Woodmen, 
will give an address on “Fraternal 
Selling Under 1942 Conditions” and lead 
a forum on this subject. Mrs. Dora Alex- 
ander Talley, head of Woodmen Circle, 
also will speak on this topic. 

Mr. DeBarry will follow with an- 
nouncements regarding Fraternal Week. 
Then there will be discussion of topics 
of general interest. 

After adjournment the association will 
hold its business session and there also 
will be a meeting of the executive 
committee. 

_ John C. Phillips, assistant to the pres- 
ident of Modern Woodmen, is associa- 
tion secretary-treasurer, and Mr. De- 
Barry is vice-president. 

_A feature of the Illinois Fraternal 
Congress meeting at the same_ hotel 
Feb. 21 will be an afternoon session de- 
voted to the youth movement in fra- 
ternalism. 


Fred <A. Johnson,  vice- 
archon of Royal League and chairman 
of the National Fraternal Congress 


committee on lodge activities last year 
organized the program for the session, 
the theme being “Youth Activities.” 
Several people who are actively en- 
gaged in promoting such programs in 
their societies will outline what they 
have done and are doing and what the 
reaction has been. Among these will 
be: 
_John Troike, Polish Roman Catholic 
Union; Charles T. Kropik, Czecho- 
slovak Society of America; Mrs. Janina 
Migala, Polish National Alliance; Jo- 
seph Zore, Grand Carniolian Slovenian 
Catholic Union; Miss Dorothea Nelson, 
Woman's Benefit; Mrs. Dorothy 
Schneller, Royal League, and Mrs. 
Ruby Gene Zilliken, president Tau Phi 
Lambda sorority, Woodmen Circle. 
_ President Francis Taptich of the Na- 
tional Fraternal Congress Presidents’ 
Section announced that the meeting Feb. 
19 in Chicago, to start at 10 a. m., will 
be devoted to many problems which 
have arisen in the past few months. 
Some of the problems to be considered 
are: uniform war clause, what consti- 
tutes proofs of death? wage and hour 
laws, effect of war on fraternal socie- 
ties, prospective membership, invest- 
ments; what coordinated services can 
the fraternal system offer to the gov- 
ernment in aiding and expediting vic- 
tory in the war? 
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Societies Begin to 
Act on War Risk 


Aid Association for Lutherans so far 
has not adopted a war clause, but only 
special underwriting rules with max- 
imum limit of insurance applicable to 
those who may have become subject to 
the war hazard, President Alex O. Benz 
announced this week. However, the so- 
ciety’s officials feel it is becoming in- 
creasingly clear that adoption of a war 
clause will prove the only satisfactory 
solution and the board may consider 
taking such a step at a meeting in Feb- 
ruary. 

The underwriting rules include: Issu- 
ance of insurance to applicants ages 16- 
45, inclusive, will be limited to a maxi- 
mum of $1,000 to all single and married 
persons without children between ages 
16-39 inclusive; $2,000 maximum to all 
single persons ages 40-45, inclusive, and 
to all married persons ages 16-39, in- 
clusive, having one or more children de- 
pendent upon them; to not more than 
$5,000 to all married persons ages 40-45, 
inclusive, having one or more children 
dependent upon them. These limits in- 
clude any other insurance owned in Aid 
Association. 

More than the limits may be issued 
to those ages 16-45 if they definitely are 
not subject to service in army, air or 
naval forces. No term insurance will be 
issued to persons ages 16-45. 


Takes Effect Feb. 1 


Between Jan. 21-Feb. 1, the society 
will issue insurance to persons ages 16- 
45 in amounts not to exceed that which 
ordinarily would be purchased by such 
persons in normal peace times. The new 
rules do not in any way affect issuance 
of insurance to those below age 16 or 
over 45. . 

Stephen S. Grabowski, secretary gen- 
eral of Polish Roman Catholic Union, 
Chicago, stated that society does not 
attach a war and aviation exclusion rider 
to new certificates issued, but “We feel 
that the man in the service as well as 
those, both men and women, who are 
backing them up in various fields of en- 
deavor are not only fighting the battle 
of democracy and striving for allied vic- 
tory but are also fighting our battle to 
protect our assets and all that our fra- 
ternals hold dear. 

“We feel that they should not be 
punished for so doing by having any 
special riders attached to their certifi- 
cates and whatever additional risk may 
accrue due to their efforts should be 
taken care of by all of us for whom 
these men and women are giving their 


a 
Action of Other Societies 


Independent Order of Foresters has 
prepared new rates for various branches 
of war service, which soon will be an- 
nounced. 

Security Benefit now employs a war 
clause which is used in all certificates 
issued in the adult department to both 
male and female risks ages 16-60, in- 
clusive. This war clause is: 

“If the insured’s death is established 
by legal presumption in the case of dis- 
appearance of the insured, or if the in- 
sured’s death shall be caused at any 
time as a result of engaging in military 
or naval service in time of war, or from 
operating or riding in any kind of air- 


craft, whether as a passenger or other- 
wise, except as a fare paying passenger 
in a licensed passenger aircraft provided 
by an incorporated passenger carrier and 
operated by a licensed pilot on a regular 
passenger route between definitely estab- 
lished airports, the liability of the asso- 
ciation hereunder shall be the amount ot 
the net reserves of this certificate at the 
time the claim is made.” 


Security Benefit’s Attitude 


Secretary J. H. Abrahms stated the 
society does not have a definitely estab- 
lished set of underwriting rules relating 
to persons who may be subject to war 
risks but not in the armed forces of the 
United States or its allies. Each case 1s 
considered on its own merits and in 
event it is not acceptable to Security 
Benefit, it is submitted to its reinsuring 
company. If it can be handled by the 
reinsurer it is written by Security Bene- 
fit on the basis prescribed by the rein- 
surer, otherwise it is rejected. 

Maccabees has adopted a war clause 
to be attached to certificates issued to 
applicants who either already are in mil- 
itary service or are judged to be sub- 
ject to war hazards. 

Four Classifications 

Four classifications were set up. The 
war clause will be attached to all cer- 
tificates issued to applicants now in mil- 
itary service or any of the auxilliary 
services, this also invalidating for the 
period of service any income disability, 
double indemnity and waiver of dis- 
ability benefits. The society now is add- 
ing war clauses to certificates of over 
$2,000 on all applicants with draft clas- 
sifications 1 and 4, to certificates of over 
$5,000 issued to all adult males ages 16- 
44 nearest birthday; to any other cer- 
tificates issued to applicants who in the 
judgment of the medical director are 
subject to a special war hazard. 

Peak production of $46,903,435, an in- 
crease of $4,140,139, was recorded by 
Maccabees in 1941. The December busi- 
ness totaled $4,996,958. George Shelley, 
New York Metropolitan agency man- 
ager, was leading district manager with 
$4,393,650. Edward V. Wood, district 
manager at Dallas, led the sickness and 
accident producers with $350,500, an in- 
crease of about $100,000 over 1940. Max 
Reicher, New York Metropolitan 
agency, was first among individual pro- 
ducers with $754,400. 


Wineesi Bae of | 
C. O. F. Men Held 


The Wisconsin jurisdiction of Catho- 
lic Order of Foresters held a two-day 
conference of field men at Milwaukee. 
One day was devoted to a gathering 
with the state court. Sales plans for this 
year were discussed. 

C. D. DeBarry, general sales director, 
represented the head office and gave a 
talk. He stressed that field men do not 
pay enough attention to existing btsi- 
ness, citing that many years ago a large 
regular company agent sold hirt a smal: 
policy, and that since that time he has 
bought a large amount oi insurance 
from other companies bit no agents of 
the first company ever called him up or 
contacted him in any way. This, he 
suid, is especially true in the fraternal 
ranks, there being many instances of 
fraternals having sold people small poli- 
cies years ago who since have taken 
large amounts of insurance from regular 
companies. 

William Grota, Berlin, Wis., Wiscon- 
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sin chief ranger, gave a talk. Other 
members of the Wisconsin organization 
attending were Daniel Ryan, Milwau- 
kee, state secretary; John J. Brennen, 
state treasurer; R. J. Kline, Sun Prairie, 
and John Crevierre, DePere, state park 
trustees; A. X. Umhauffer, Colby, vice- 
state chief ranger; John McCabe, Supe- 
rior, and County Judge George H. 
Crowns, Kewanee, high court trustees. 

Walter A. Bartol, Fox Lake, was 
leading representative in the Wisconsin 
field last year, and also throughout the 
United States with completed total busi- 





ness of $258,900. Of the top 12 pro- 
ducers in C. O. F., Wisconsin con- 
ant 
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FOR THE MAN WHO CAN 
ANSWER THIS QUIZ: 


Are you a Lutheran? 

Do you know how to work? 

Do you want more income? 

Can you sell insurance? 

Would you be seriously interested in 
a connection with an _ organization 
whose policies and methods of pros- 
pect-contact offer outstanding advan- 
tages for real business production? 

6. Do you live in one of the 26 states in 

which we do business? (List on re- 
quest.) 

7. Are you interested enough to write? 
The correct answers to this quiz are all 
“ves.” To the man who can thus answer 
them, and prove his correctness by his 
record and sincerity in writing us, we shall 
be glad to send full information about 
Lutheran Brotherhood, its contracts and 
opportunities . . . and we'll buy him the 
best steak dinner in town to celebrate the 
day he joins our growing Agency Force. 
Address your letter to 
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tributed six men, and it was the leading 
jurisdiction in the country. 

The society had a 25 percent increase 
in new business last year under the di- 
rection of Mr. DeBarry, who took 
charge of sales work early in 1941. 

Mr. DeBarry held three state field 
men’s meetings in January, those in 
Wisconsin, Minnesota and in New Eng- 
land. A school of instructions will be 
conducted Feb. 2 in Chicago for Illinois 
field men. 


Dr. Black Retires from 
Maccabees; 
Dr. Wiley Named 


Dr. B. F. Black, supreme medical 
director of Maccabees at the head office 
in Detroit, has decided to retire after 
18 years’ service with that society. He 
is 78 years of age. Dr. Black served as 
a medical examiner of Maccabees in 
Holton, Mich, before being appointed 
supreme medical director. 

Dr. Howard E. Wiley, Rockford, IIl., 
Was appointed supreme medical director 
to succeed Dr. Black. He long has been 
the medical examiner of Maccabees in 
Rockford where he conducted a private 
practice. 

Dr. Black now is making his 
quarters at his home in Holton, 


head- 
Mich. 





Royal League Goes on 21/2°% 
Basis; Has War Clause 


Royai League of Chicago has adopted 
the American experience 2/2 percent 
table because of the continued down- 
ward trend in interest rates. It is sup- 
posed to be the first society to go on 
that basis. 

Exchange of old certificates to new 
certificates on the American experience 
3% percent table that has been in effect 
for a number of years will be discon- 
tinued Feb. 15. However, the society 
will continue to write new business on 
the 3% percent basis until the new table 
goes in effect. It is anticipated the ef- 
fective date will be July 1. Most of the 
society’s business in force is on the 
National Fraternal Congress 4 percent 
table, it was stated by Fred A. Johnson, 
supreme vice-archon. 

Royal League has adopted a war and 
aviation exclusion clause to go into effect 
March 1. This will be a “status” clause 
which excludes liability other than re- 
turn of premiums paid for death occurr- 
ing in any armed forces anywhere in 
time of war. This would exclude all 
deaths in the United States armed forces 
occurring in this country but not any 
civilian deaths here. 

According to Mr. Johnson, the war 
and aviation clauses will be printed in 
the new policies, which will show higher 
nonforfeiture values than in the past. 
The new forms also will contain the 
policy loan privilege. Heretofore, the 
society’s policies have had an automatic 
premium loan provision. 


President Heaney of N. F. C. 
Addresses Two Congresses 


Thomas R. Heaney, president Na- 
tional Fraternal Congress and high sec- 
retary of Catholic Order of Foresters, 
gave an address at the annual meeting 
of the Maryland-District of Columbia 
Fraternal Congress held in Baltimore, 
Thursday, and also will talk at the New 
York Fraternal Congress meeting Feb. 
6. Because of these engagements in the 
east, Mr. Heaney was unable to attend 
the gathering of the Wisconsin Fra- 
ternal Congress at Milwaukee Jan. 31. 


Catholic Family in Illinois 

Catholic Family Protective of Milwau- 
kee has just been licensed to operate in 
Tilinois. It is anticipated appointment 
of field representatives in the state soon 
will be announced. 











Two State Managers Named 


Two state managers have been ap- 
pointed by Maccabees, Edward Wood to 


fill the vacancy left by the retirement 
of J. W. Baker, Louisiana manager, and 
Frank Garber in Ontario. Mr. Wood 
has been making his headquarters in 
Dallas, where he will continue his home. 
He will, however, set up Louisiana 
headquarters in Shreveport. Mr. Garber 
was the first Maccabees field man to 
qualify for the F. I. C. degree. 





Williams N. H. Representative 


Richard Williams has been appointed 
special ee of New er 


Order of Protection in New Hampshire, 
He will have charge of the insurance 
development there for the order. 


Two Men Win F. I. C. Degree 


Oscar Atherton of Carbondale, IIL, 
representing Modern Woodmen and M. 
J. Heldt, Aid Association for Lutherans, 
Appleton, Wis., have been awarded the 
Fraternal Insurance Counselor degree 
by the Fraternal Field Managers Asso- 
ciation. 
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Dr. Simmons Sees 
1942 as Banner 


Insurance Year 


NEW ORLEANS—That 1942 should 
be the greatest year thus far in life 
insurance was predicted by Dr. E. G. 
Simmons, executive 
Pan-American Life, in welcoming the 





DR. E. G. SIMMONS 


sales congress of the New Orleans Asso- 
ciation of Life Underwriters. War, he 
said, makes men and women protection 
minded, citing that in 1941 Canada ex- 
perienced an all time high in life in- 
surance sales. The agent who adjusts 
himself to the changed conditions and 
does his prospecting among tiie big pay 
rolls, included skilled workers and 
others, will have a banner year, he said. 
Work with people whose incomes are in- 
creasing instead of decreasing. The cur- 
tailment of installment buying, he added, 
is another favorable factor for the in- 
surance man. 

The congress, attended by approxi- 
mately 300, had such outstanding speak- 
ers as C. C. Hunnicutt, general agent 
National Life & Accident, Knoxville; 
John A. Witherspoon, general agent John 
Hancock Mutual, Nashville, and presi- 
dent of the National association; Paul 
Dobson of Minneapolis, and Dewey R. 
Mason, general agent, Aetna Life, Syra- 
cuse, N. Y. The morning session was 
presided over by W. B. Monroe, Union 
Central Life, and the afternoon session 
by Paul J. Gelpi, Jr., Equitable Society, 
president of the New Orleans associa- 
tion. Fred LeLaurin, Aetna Life, was 
toastmaster at the luncheon, and pre- 
sented cups to leading agents. 

“Heart to Heart Selling,” was the 
subject of Mr. Hunnicutt’s address. He 
emphasized friendly selling, making a 
friend first and a policyholder next. You 
throw off sales resistance by first talk- 
ing about things you know the indi- 
vidual is interested in. He stressed the 
importance of a proper stage setting, 
saving it makes the sale easy. 

President Witherspoon said the by- 
laws of the National association give the 


vice-president of 


agents a good track to run on. He out- 
lined the objectives of the present ad- 
ministration which he said resolved into 
two things, protection of policyholders 
and betterment of members. Speaking 
of the power which every agent carries 
in his fountain pen, he cited many in- 
stances to show why an agent should 
be proud of work well done. The dif- 
ference, he said, between an elderly lady 
and an old woman, is money. 


Agent and Public Relations 


Mr. Dobson dealt with “The Agent 
and Public Relations.” He stressed the 
importance of building a clientele, in- 
stead of just making sales. In building 
a clientele, the agent must have more 
than the will to serve and sell—he must 
have the will to go that extra mile, to 
see that nothing is left undone to assure 
his policyholder of complete service. 
Good will, he said, spells the difference 
between a sound business and a fly- 
by-night or itinerant salesman. A client 
secured and held pays a handsome div- 
idend. 

Mr. Mason, whose keen wit brought 
many a laugh from the audience, pic- 
tured a succession of events in the life 
of an agent which will produce failure. 
In his humorous way he brought out 
many fine points. If you really want to 
graduate cum laude in the school of fail- 
ure, he said, just live in the past. 

Loving cups were presented to the 
following agency leaders: 

Fred Haas, Jr., Sun Life; Wm. B. 
Monroe, Union Central; Leita A. Mc- 
Cain, Lincoln National; Laurence Eus- 





tis, Jr.. Home Life; Leonard S. Dahl- 
man, Prudential; Allen Roussel, Con- 
necticut Mutual; James E. Watkins, 


New York Life; Mrs. A. N. Redmond, 
Pan-American; Paul R. Gallais, Na- 
tional Life & Accident; Terrell Woos- 
ley, Travelers; D. L. Myrick, Great 
Southern; Wesley F. Shafto, Mutual 
Life; Ry cae i, yi Aetna Life; 
Geo. Clarke, and Geo. S. Reddy, Penn 
Mntuci: Wilson E. Crain, American Na- 
tional and C. D. Oakley, Equitable So- 
ciety; Anthony Hattier, Jacob Schoen 
& Son Ins. Co. 





Bargeron Named President 
of Birmingham Group 


BIRMINGHAM, ALA.—The Bir- 
mingham Association of Life Under- 
writers elected L. M. Bargeron, agency 
member Penn Mutual, president to suc- 
ceed W. A. Lonsford, who resigned on 
taking a home office position in Louis- 
ville with Commonwealth, Life. Robert 
Goodall, Protective Life, was elected 
vice-president to succeed Mr. Bargeron 

Other vice-presidents are R. G. Hicks, 
Prudential, and L. R. McGauley, Sun 
Life. C. E. Weatherley, National Life 
& Accident, and William Poynter, New 
York Life, were elected on the board. 
R. E. Beason, John Hancock, is secre- 
tary-treasurer. 

J. A. Witherspoon, president of Na- 
tional Association of Life Underwriters, 
was unable to talk as scheduled on ac- 
count of the death of R. B. Hull, man- 
aging director National association. E. 
R. Mowbray, special representative 
Treasury Department in charge of bond 
sales, was the speaker. He was intro- 
duced by A. L. Smith, bond sale chair- 
man for Jefferson County, who an- 
nounced 95 firms with 65,000 employes 


in the Birmingham district had been 
induced to adopt the payroll allotment 
plan. 





Big Turnout in Long Beach 
for So. Cal. Caravan 


LONG BEACH, CAL.—Members of 
the Long Beach Life Underwriters As- 
sociation to the number of 125 turned 
out for the annual visit of the southern 
California caravan. 

W. T. J. Harris, New York Life, 
president Long Beach association, pre- 
sided and introduced H. G. Saul, John 
Hancock, president California associa- 
tion, and Charles E. Cleeton, Occiden- 
tal Life, president Los Angeles associa- 
tion. 

Both gave short reports on assoCia- 
tion activities and stressed the need for 
a definite follow-through on the pay- 
roll allotment defense bond sales, in 
which the Long Beach association is 
taking a very definite part. 

The caravan program was in charge 
of Harold P. Morgan, Hays & Brad- 


street agency New England Mutual 
Life. Caravan members who spoke 
were: H. R. Van Cleve, Massachusetts 


Mutual Life, 
Production;” 


“Haking the Dips Out of 
Martin I. Scott, Scott & 
Co., ‘Business Insurance;” H. W. Per- 
sons, Mutual Life, “The Insurance 
Man’s Place in His Community,” and 
Homer C. Chaney, New England Mu- 
tual, “Finding Today’s Market.” 


McEown Winnipeg President 


F,. B. McEown has been elected pres- 
ident of the Life Managers Association 
of Winnipeg. E. F. Elsley is vice-pres- 
ident; W. E. Brunning, secretary-treas- 
urer, 


California Congress Plans 
for March 2 Rally Shaping 


“A Pattern of Production for the Life 
Underwriter during War Time” is the 
theme of the Northern California Sales 
Congress to be held in San Francisco, 
March 2. J. M. Hamill, assistant general 
agent Equitable Society, is general chair- 
man, Life underwriters associations in 
central and northern California will par- 
ticipate. 

J. H. Rowe, manager Bankers Life, is 
agency luncheon chairman; G. H. Beine, 
manager Metropolitan, attendance; RK. E. 
Wood, manager Phoenix Mutual, finance 
and tickets; W. V. Power, Connecticut 
Mutual, publicity; W. H. Brock, Jr., 
Union Central, outside promotion. 

J. A. Witherspoon, president National 
Association of Life Underwriters, will 
be one of the main speakers. 


Seven Los Angeles Agencies 
Are on 100% Basis 


LOS ANGELES—Seven Los An- 
geles general agencies were awarded 100 
percent membership certificates of the 
Life Underwriters Association of Los 
Angeles and the national association at a 
breakfast meeting. R. H. Denny, direc- 
tor of agencies, State Mutual Life and 
Knox Manning, radio commentator gave 
addresses. 

President C. E. Cleeton, general agent 
Occidental Life of California, paid trib- 
ute to the Life Insurance Managers As- 
sociation for its work in one phase of 
the defense bond campaign. He said 50 
managers were asked to contact 208 Los 
Angeles business firms on salary allot- 
ment plans and in two days signed all 
of them. In addition, 15 men from the 
managers’ offices contacted 1,000 firms 
by telephone. 

A. C. Duckett, membership chairman, 
reported membership was 676 on Jan. 1, 
an all time high. 

Mr. Denny stressed mental attitude, 
which he said is more important to the 
agent than mental capacity. Mr. Man- 

(CONTINUED ON LAST PAGE) 
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Protecting “Management 
Capital” is Vital Service 


NEW YORK—tThe great difference 
between a living point of view and a 
death point of view must be pointed out 
by the agent when selling business men 
life insurance whether the business is a 
sole proprietorship, partnership, or close 
corporation, W. N. Watson, general 
agent of Connecticut Mutual in Boston, 
stated in a talk before the class in ad- 
vanced salesmanship sponsored by the 
New York City Life Underwriters As- 
sociation. The value of life insurance 
in solving business problems was never 
more important than at the present, he 
declared. Prospects need a sound and 
comprehensive survey of their needs, 
both for themselves and their families, 
covering their general, life insurance, 
and business properties. In 90 percent 
of the cases, Mr. Watson said that the 
business man believes his business will 
go to his family and be continued by it 
without difficulties. 

The business man thinks of his busi- 
ness from the living standpoint and it is 
normal for him to look at the situation 
optimistically, Mr. Watson asserted. He 
regards his business as a source of rev- 
enue for his children and even his grand- 
children. Because of the shrinkage of 
estates through taxation and administra- 
tive expense, that day is gone, he said. 
Liquidation is forced at death. The view 
legally, Mr. Watson said, is that minor 
heirs must be protected and they have 
no part in a speculative operation such 
as a business. Life insurance is desir- 
able because it keeps the business liquid 
and desirable for trusteeship. 


Protecting Management Capital 


One of the most important reasons a 
business earns money is management. 
The protection of management capital is 
an important function of life insurance. 
A business man feels it is perfectly 
sound to protect his plant investment 
against fire, windstorm, etc., and over- 
looks the most important aspect, capital- 
management. 

A business has physical assets of $50,- 
000. A 4 percent return yields $2,000 
annually With competent management, 
however, the business could well pro- 
duce a 20 to 40 percent return differ- 
ence between $2,000 and $20,000 return 
from the business is management capi- 
tal. The federal government views five 
times annual return as a reasonable cap- 
italization. Five times the management 
capital (5 x $18,000) gives a total value 
of $140,000 for the business. In a case 
where there are two partners, each 
would have a value of $45,000. 

Management capital is almost com- 
pletely overlooked by the prospect. 
When active management goes out, 
financial interest should go with it, he 
declared. Management capital dies with 
the owner unless hedged with life insur- 
ance. Within the next five years, busi- 
ness will have great difficulty because of 
frozen capital, Mr. Watson said. 

Mr. Watson reviewed an actual case 
that he had been working on several 
years which had undergone several 
changes in form from sole proprietorship 
to corporation to partnership. When 
Mr. Watson started to work on the case, 
the business was operated by a father 
and son, with no written partnership 
agreement. During the negotiations, the 
father died, and the widow, another son, 
and a daughter became partners. The 
son who had been in the business orig- 
inally had an income of $7,500 in 1940 
and the business was worth $140,000. 
Last year, because of better business 
and defense contracts, the son’s income 


jumped to $67,000 and Mr. Watson 
estimated the value of the business to 
be $500,000. The original insurance 
which Mr. Watson sold after much pa- 
tience and perseverance is now inade- 
quate to cover the needs of the expanded 
operations and he is working with the 
son to have sufficient coverage. 

A business interest, in the event of 
death, can be liquidated only by capital, 
credit, or income. Under the capital 
plan, 100 cents is paid on the dollar. 
With life insurance, however, it may be 
necessary to pay only 4 percent for the 
money and this is brought down to 1 
percent if a cash value is accumulated. 
Credit requires 100 cents plus 4 percent 
interest. When liquidated out of in- 
come, there is no assurance than the 
plan will be completed. 





Effective Selling 
in 1942 Discussed 


More effective selling in 1942 was dis- 
cussed by five leading producers who 
constituted the panel of “experts” in the 
annual “Information, Please” program of 
the Dallas Association of Life Under- 
writers. R. B. Shields, Great National, 
was master of ceremonies. The team 
comprised J. L. Burke, Travelers; Ray- 
mond Campbell, Jr., Connecticut Mutual; 
D. F. Carden, Jr., Southwestern Life; 
ay Ng Roberts, Pacific Mutual, and 
W. A. Waldman, State Mutual. 

un Campbell will concentrate on 
power leads, borrowing some prestige of 
his friends. He is asking them some 
specific questions about specific people, 
requesting a written introduction on the 
back of his business card, or a tele- 
phone call to a friend while he is in 
the office. Exchanging information with 
out-of-town agents on persons moving 
from town to town is proving profitable 
for him. 


Exchanges Data on Prospects 


“In the case of persons moving to 
Dallas to take over new jobs at increases 
in salary, in many cases I have received 
valuable information about them in ad- 
vance of their arrival,” he said. “This 
has been passed along to me by agents 
in the towns from which these persons 
have been transferred, and, of course, I 
reciprocate by passing along information 
on persons moving from Dallas to other 
points.” 

The Dallas agents were called upon 
by Mr. Carden to give their prospecting 
plan a chance to work. He explained 
he had been jumping from one prospect- 
ing plan to another, giving each one up 
if results were not immediately forth- 
coming. Then he discovered through 
analysis of his business that policies he 
is writing today have been coming from 
some prospecting plan he used a year 
or so ago but discarded within a few 
months because he thought it was not 
working. 

“Perfect a prospecting plan that fits 
you—a major and a minor one, perhaps 
—and stick with it,” he advised. 

It was the opinion of Miss Roberts 
the job of agents in 1942 will be no dif- 
ferent from that in 1941, but the national 
emerency challenges agents to continue 
rendering a high type of service. 


Campaign to Avoid Fear 


_ “We have a big responsibility in help- 
ing to prevent fear by being alert to 
all occasions for forestalling whispering 


conan and checking idle gossip,” she 
said. 

“More men and more women have 
more money to spend this year. Where 
one line of business is slowing down, 
another line is picking up. There is no 
less reason today to buy life insurance; 
if anything, there is a greater reason. 
We need not be afraid.” 

Mr. Burke cited the advantage of cold 
canvass as a quick way to build a pros- 
pect list, explaining he enjoyed substan- 
tial production from this source. “If you 
are new in this business, cold canvass,” 
he recommended. “If you want to get 
back into this business, cold canvass.” 

The presentation of an actual ap- 
proach that is clicking for him was 
prefaced by Mr. Waldman with the list- 
ing of three questions he uses to set the 
stage. He suggested that the agents ask 


their prospects: “Are you ever going to 
buy any more life insurance; are you 
ever going to need life insurance any 
more than you do now; are you ever 
going | to get it chéaper than you can 
now?” 


Texas Active in Defense Drive 


Association members have stepped up 
their defense bond sales effort, already 
having 46 installations of salary deduc- 
tion plans in business firms. More than 
100 Dallas agents have volunteered in 
this drive, Campbell Green, Southwest- 
ern Life, chairman of the committee, 
announced. The association at a meeting 
heard talks by R. M. White, defense 
bond chairman of the Texas association, 
and W. A. Thomas, internal revenue col- 
lector and defense bond chairman for 
the Dallas district. 





Zimmerman Says Functions 
of Agents Vital to U. S. 





NASHVILLE—"“Do not pull your 
punches on selling life insurance now 
or in the future because of the sale of 
defense bonds,” Charles J. Zimmerman, 
Connecticut Mutual general agent in 
Chicago, past president National Asso- 
ciation of Life Underwriters, declared 
in a talk at a meeting opening the an- 
nual membership drive of the Nashville 
Association of Life Underwriters. “Life 
companies will invest $1,000,000,000 in 
government securities this year at an in- 
terest rate less than that paid on de- 
fense bonds. Thus it is just as patriotic 
a service to sell life insurance as it is to 
sell defense bonds and stamps. 

“In fact, the agent who sells life in- 
surance renders a ‘double-barreled’ serv- 
ice. The policy that he sells affords 
both an individual and a national secur- 
ity. 

Urges Staying in Business 


“Are you in the position where you 
can serve your country in its present 
emergency? Let’s stay in the life in- 
surance business and stop beefing and 
worrying, or get out and do something 
else. Do the worthwhile thing rather 
than the glamorous. Personally I con- 
sider life insurance men to have a par- 
ticularly fortunate opportunity to serve, 
probably the greatest opportunity that 
has ever fallen to any group. This op- 
portunity is ours because we are organ- 
ized, we are salesmen, and we always 
have advocated thrift. As life under- 
writers we can undertake the job with- 
out a single change of policy or habits.” 

Mr. Zimmerman was introduced by 
John Bailey, Nashville general agent of 
Connecticut Mutual. The membership 
drive is being led by Slaughter Brown. 

Mr. Zimmerman suggested some 
clinchers to use on prospects who are 
at the signing point. 


Story Stresses Loan Value 


“A successful shoe salesman, following 
the unexpected death of the store owner 
found himself faced with the opportunity 
of purchasing the business or the alter- 
native of hunting another job. The cash 
down payment was very reasonable, but 
he didn’t have the money although he 
was confident of meeting the series of 
extended payments once the business 
was his. Where could he get $1,500 in 
cash? 

“He went to a banker with his prob- 
lem. Soon the banker got around to 
asking him, ‘Don’t you have an insur- 
ance policy with some accrued value?’ 
Yes, he had a retirement annuity con- 
tract and without difficulty he got the 


Today he is one of the leading 
merchants of his town. Stop thinking of 
the ‘distant’ retirement values of the 
policy I am offering you and think of 
its possible ‘now’ values.” 

In the event this does not bring the 
desired signature, Mr. Zimmerman of- 
fers this: 


Tale of Timid Engineer 


“A daily commuter comes to catch the 
8:05 to Chicago aware that the schedule 
affords no wasted minutes in getting 
into the city by 9 o’clock. At 8:10 and 
at 8:15 the train hasn’t moved. The 
commuter goes out in search of the con- 
ductor to be informed that: ‘We have 
a new engineer on this morning,.a cau- 
tious fellow who will not start his train 
until every signal light is green between 
here and the city. No railroad could 
keep an engineer like that. He must 
wait only for the first light to be green 
and move ahead concerned only for the 
signal immediately ahead. 

“Your first payment on the policy I 
am offering you is the first signal light 
and it’s green. That’s all you need be 
concerned about.” 


Tells How to Sell 
Small Businesses 


Probably the best qualification an un- 
derwriter can have to sell business in- 
surance successfully to smaller busi- 
nesses is at least a working knowledge 
of business and its problems, A. H. Kol- 
lenberg, Mutual Benefit, Grand Rapids, 
long one of the company’s production 
leaders, told the Qualified Life Under- 
writers of Detroit at the January lunch- 
eon meeting. He was introduced by E. 
J. Dore, Mutual Benefit, vice-president 
of QLU. 

A working knowledge of business and 
business practices and problems, ability 
to read and interpret financial state- 
ments, and a knowledge of taxation as 
it affects business and estates are vitally 
important. 


$1,500. 


Not One Interview Matter 


Business cases seldom are closed in 
one or two interviews. The primary pur- 
pose of the first interview is to secure 
facts about the business to enable the 
agent to make a proposal covering the 
firm’s most pressing problem. There re- 
mains only a routine life insurance sell- 
ing proposition. 

The prospect must be encouraged to 
talk about his business and its problems, 











and these problems translated into terms 
of insurance, then fired back at the pros- 
pect in his own business language. This 
gives him the impression the agent un- 
derstands his problems and is qualified 
to solve them. 

There are three main factors in the 
success of any business—capital, labor 
and brains. The brains of management 
is considered to be worth four times the 
capital. All these factors are exposed to 
their own peculiar hazards, but brains 
are exposed to the greatest hazard of all. 

“If you had a machine that would do 
the work of your brain would you insure 
it?’ he asked. “You certainly would! 
Then why not insure the firm against 
the loss of the brains that direct it? 


Requires Mental Alertness 


“Remember that in cases of this sort, 
the business man himself supplies the 
material with which you can sell him 
insurance. Be constantly on the alert 
in your interviews and don't hesitate to 
change your recommendations in the 
middle of your presentation if additional 
data brought out indicates a greater need 
or hazard to the business than you orig- 
inally figured on. 

“Remember, too, that 95 percent of the 
accumulation of the average man, busi- 
ness man or otherwise, is earned income 
and only 5 percent is investment income, 
yet the average man worries much more 
about protecting this 5 percent of in- 
vestment income than about protecting 
the much more important 95 percent 
which he earns himself.” 

More than 300 attended. President 
J. L. Lee, Phoenix Mutual manager, in- 
troduced guests, including H. L. Har- 
vey, Kalamazoo, district agent Equitable 
of Iowa, president Michigan State As- 
sociation of Life Underwriters; Jack 
Rabinovitch, Flint, Northwestern Mu- 
tual, past state president; F. C. White, 
Battle Creek, district manager Penn Mu- 
tual, president Battle Creek association; 
M. H. Martin, Kalamazoo, Sun Life and 
Walter Ruterbusch, Bay City, president 
Bay City association. 
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ning gave high lights of the war situa- 
tion in Europe before the actual fighting 
started. 





Governor Schricker Lauds 
Life Insurance 


Governor Schricker of Indiana in a talk 
before a combined meeting of the Indian- 
apolis Association of Life Underwriters and 
Chamber of Commerce, said life insur- 
ance is one of the great stabilizing fac- 
tors of the country at this time. It pro- 
vides, he said, sinews of war through 
gathering savings of the many millions 
of policyholders, much of which already 
is invested in government securities, 
with more to follow. He looks upon life 
insurance as one of the most potent in- 
fluences to be depended upon to hold in 


check revolutionary tendencies when 
peace is finally declared. Governor 
Schricker said the post-war problems 


will be graver, if possible, than those of 
war. In his opinion, the greater the sum 
in life insurance reserves, representing 
the savings of the majority of the peo- 
ple, the greater stake there will be ex- 
posed to loss through revolutionary 
processes, which will influence those in- 
terested to oppose radical changes in our 
form of government. 

About 700 attended the meeting, over 
which R. I. Blakeman, Jr., Penn Mutual, 
presided. J. Johnson, president In- 
stitute of Life Insurance, also was one 
of the main speakers. Many state of- 
ficials and executives of life companies 
and of both the associations were at the 
speakers’ table. 

R. H. Habbe, Massachusetts Mutual, 
a member of Sigma Alpha Epsilon fra- 
ternity, knowing that Mr. Johnson is a 
member of that fraternity, had a table 
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of some 15 fellow members at a dinner 
which preceded the meeting. 


Hartford Plans Educational Meets 


The Hartford Life Underwriters As- 
sociation will hold educational meet- 
ings Feb, 7 and Feb. 21 in the audi- 
torium of Connecticut General Life. 

The meetings will be of the “Infor- 
mation Please” type, and B. N. Wood- 
son, assistant manager Sales Research 
Bureau, will act as chairman of the 
first. New York and Hartford experts 
on legal, financial, underwriting and 
sales phases of the business will appear. 
Information dealing with beneficiary 
clauses, underwriting under war-time 
conditions, life insurance for business 
and taxation purposes, life insurance in- 
vestments, today’s market, etc., will be 
presented. 


Nelson on Southern Tour 

MILWAUKEE—Bert C. Nelson of 
the Stamm general agency of North- 
western Mutual Life here, is on a 
speaking tour. He spoke at Memphis 
on Thursday. He is scheduled at Bir- 
mingham, Ala., Jan. 30; Orlando, Fila., 
Feb. 5, and Tampa, Fla., the following 
day. 





New York Congress in Buffalo 
BUFFALO—The Buffalo Life Under- 


writers Association will act as host to 
the New York State Sales Congress 
to be held here May 15. Claude C. 


jones, general agent Connecticut Mu- 
tual, is general chairman. 


Cleveland—C. Vivian Anderson, Provi- 
dent Mutual Life, Cincinnati, past presi- 
dent National association, will speak 
Feb. 12 on “Selling Life Insurance Under 
Wartime Conditions.” The annual lead- 
ers banquet will be held Feb. 4. 

Topeka, Kan.—Perry Pitcher, trust of- 
ficer Central Trust Company, spoke on 
“Practical application of life insurance 
in creating and conserving estates.” 

Wichita, Kan.—S. G. Glover, manager 
National Life & Accident, was advanced 
from first vice-president to president to 
succeed Lee Wandling, who has been 
transferred to Omaha as Equitable So- 
ciety manager. Claude Winchell, Pru- 
dential, second vice-president, succeeds 
Mr. Glover and a nominating committee 
will present recommendations for a new 
second vice-president at the Jan. 31 
meeting when A. R. Jaqua, associate 
editor Diamond Life Bulletins, will speak. 





On Feb. 2-3 Robert H. Nutt, memory 
improvement expert, who spoke at the 


last meeting, will conduct classes on 
memory training. 

Jacksonville, I1l.—A round table dis- 
cussion of the value of life insurance 
in war time was led by E. M. Spink, pro- 
gram chairman. Members related their 
experiences in the field in this connec- 
tion. W. J. Roberts, president, conducted 
a brief business session in which W. G. 
Meyers reported on the defense bond 
drive. 

A luncheon meeting was 
held to plan for the defense bond cam- 
paign, of which F. E. Stewart, general 
agent of Mutual Benefit, is chairman. 
Gene Reiley, Treasury Department, 
spoke. In January about 100 industries 
installed the plan representing a payroll 
of over 40,000 persons, 90 percent of 
whom will be on payroll deduction plan. 

Sacramento, Cal.—Grant Taggart, Cal- 
ifornia - Western States Life, Cowley, 
Wyo., vice-president National association, 
spoke on “Looking Ahead in 1942.” Mr. 
Taggart outlined opportunities for serv- 
ice under present conditions, urging 
agents to step up their activities and 
apply themselves courageously and fear- 
lessly in the intelligent exposition of the 
fundamental service of life insurance. 

Peoria —S. W. Sanford, manager of 
Prudential, Davenport, Ia., will speak at 
a meeting Feb. 19 on “No Man’s Land.” 

Florida—The 1942 will be 
held at Orlando. 


Springfield, Mass.—An outstanding se- 
ries of programs has been announced for 
the next five months: Feb. 2, Lawrence 
E. Simon, general agent Massachusetts 
Mutual, New York City; March 2, panel 
on “Meeting Today’s Objections,” with 
E. B. Redfield, Jr., Northwestern Mutual; 
K. R. MacKenzie, New England Mutual; 
Leonard Mordecai, Northwestern Mutual; 
R. E. Morrison, State Mutual and R. R. 
Pitcher and J. P. Hennessey, John Han- 
cock; April 6, W. W. Hartshorn, Hart- 


trie, Pa. 





convention 
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ford, trustee of the National association; 
May 4, Dewey Mason, Syracuse general 
agent Aetna Life, and June 1, Senator 


Henry Cabot Lodge, Jr. 


Northern New Jersey—Due to the fact 
that Feb. 12 is a legal holiday, the next 
meeting will be held Feb. 19. Twenty- 
one new members have been added in 
the past 10 days. 

Cincinnati—The association announces 
a production clinic of four sessions to 
be held each Saturday morning in Feb- 





ruary. At the opening meeting Feb. 7, 
H. H. Irwin, educational director Massa- 
chusetts Mutual, will present ‘Ideas That 
Make Real Sales.” Feb. 14 R. H. Bran- 
don, director of public welfare of Illi- 
nois, will discuss ‘“‘Why Were Those Boys 
Sent to Prison?” David A. Wier, assistant 
manager National Association of Credit 
Men, speaks Feb. 21 on “Preparedness 
for Peace.” At the closing session, Feb. 
28 E. M. Thore, ahsistant counsel Acacia 
Mutual, will discuss “Programming and 
Settlement Agreement.” 








AS SEEN FROM CHICAGO 





COOK AGENCY HONORS LEADERS 


The Paul W. Cook agency of Mutual 
Benefit Life in Chicago celebrated its 
successful year and honored the agency’s 
volume leader, Alec E. Kollenberg, and 
Skrinar, Joliet. 


lives leader, Joseph F. 





A. E. Kollenberg 


J. F. Skrinar 


Mr. Skrinar also was second in total 
volume paid for in 1941. Both men held 
high places in the company’s leaders list 
last year. The agency submitted $2,700,- 


000 in December, 


Mr. Kollenberg, graduate of Univer- 
sity of Chicago, is a-member of the II- 
linois bar. He has been with Mutual 
Benefit since 1932, doing tax, estate plan- 
ning and business insurance work. He is 
a brother of Abe Kollenbers. Grand 
Rapids life insurance man who is 
widely known as a writer of business 
insurance. Alec Kollenberg in addition 
to a large volume in Mutual Benefit, 
placed a substantial amount with other 
companies as a broker. 

Mr. Skrinar established a world 
record for number of applications writ- 
ten in a single month some years ago. 

General Agent Cook, a life member 
of the Milion Dollar Round Table, op- 
erates what he terms the “Biggest Little 
Agency.” He stresses advanced under- 
writing ideas. Recently the agency 
handled four pension and profit-sharing 
plans. L. T. Porzak recently joined the 
office as an agent. 


GRIFFIN, INGRAM & PFAFF DINNER 

The Griffin, Ingram & Pfaff agency 
of Chicago which is a prominent gen- 
eral insurance office as well as being 
general agent for Equitable Life of 
Iowa, gave its annual dinner for bro- 
kers with about 25 on hand. It was 
the 15th anniv ersary of the agency and 
the occasion also coincided with the 
75th anniversary of Equitable Life. 

Dwight Ingram presided and Arnold 
Pfaff presented awards to agents for 
outstanding life insurance performance. 
The Bennett Griffin cup was presented 
to Carl P. Spahn, who stood fourth in 
preduction for the entire country for 
Equitable Life. There were also spe- 
cial prizes of defense bonds for Mr. 
Spahn and Ed. J. Faltysek. Following 
the dinner there was a bowling tourna- 
ment, 
BONDS INSTEAD OF PARTY 

\ defense bond buying program in his 
agency is being sponsored by Edgar C. 
Fowler, general agent of New England 
Mutual Life, and who was president of 
the Chicago Association of Life Under- 
writers in the days of the former war. 
Under his regime as president, the Life 
Underwriters of Chicago established a 
fine record in a national campaign for 
the sale of Liberty Bonds. 

In the present emergency Mr. Fowler 
decided to give up his annual celebra- 





tion, with its dinner, entertainment and 
dancing for the agents and their wives 
and use the cost of the party toward the 
purchase of defense bonds for his agents. 

A December sales drive to qualify for 
participation in the defense bond fund, 
coupled with the rush to get policies 
without war clauses, gave the agency the 
largest amount of insurance applied for 
in its 96 years of operation, 





DON WIMMER TO LOUISVILLE 


Don H. Wimmer, who for the last 
year has been the “Insurance Field's” 
editorial representative in Chicago and 
was associate editor in that office in 
1935-36, has joined the staff at the Louis- 
ville office as associate editor. 

Mr. Wimmer has a long background 
of trade paper experience and_ brings 
with him a wide acquaintance among 
insurance men. During the period of 
1937-40 he operated a world-wide news 
and picture bureau at Huntington, Ind., 
which brought him into contact with 
management problems of direct interest 
to the entire range of insurance. 

He has been a familiar figure at local 
and national conventions during past 
years. 


SKOGSTROM HEADS CASHIERS 


J. W. Skogstrom, Brennan agency of 
Fidelity Mutual, was elected president of 
the Life Agency Cashiers Division of 
Chicago at the annual meeting Tues- 
day. He succeeds Miss Ethel Elmer, 
Connecticut General. Other officers 
elected are: Vice-president, Mildred B. 
Krech, Massachusetts Mutual, and sec- 
retary-treasurer, Mary Shields, National 
Life & Accident. 


FRANK TALKS TO PARSONS’ 


Raymond (Duke) Frank, “millionaire” 
of the Caperton agency in Chicago and 
leading producer nationwide for State 
Mutual, was the main speaker at a 
breakfast given by Bruce Parsons, gen- 
eral agent, Mutual Benefit, Chicago, for 
his agency. Mr. Frank discussed his 
practical methods of selling. The 
agency laid plans for the coming year. 
Mr. Parsons said this will be an out- 
standing year for the sale of insurance 
for protection of families and idemni- 
fying firms against loss of key men. 





AGENCY 


BRABAND LEAVES ILL, DEPARTMENT 


A. A. Braband, deputy in charge of 
investigations in the Chicago office of 
the Illinois insurance department for the 
past five years, has resigned. © Before 
joining the department Mr. Braband 
was with several companies and he was 
for a time an independent broker in Chi- 
cago. 


STOCKS 


H. W. Cornelius of Bacon, Whipple & 
Co., 135 So. La Salle street, Chicago. 
gives the following stock quotations of 
life companies as of Jan. 26, 1942 





Par Div. Bid Asked 
Aetna Life 10 1.40* 26 27 
Conn. Genl. .... 10 1.00 23 241 
Contl. Assur.... 10 2.50* 38 40 
life <& Cas... 3 50 9 10 
Lincoln Natl.... 10 1.40* 27 29 
New World Life 10 .30 33% 414 
N. W. Natl. Life 7.50 .30 7% 834 
Ohio Natl. Life. 10 1.25 26 29 
Old Line Life... 10 15% 10% 12 
"TYAVGICYS: . oes s,s 100 16.00 360 375 
Wis. National... 10 1.00 16 18 

*Includes extras. 
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Mutual Benefit Life honored James S. Drewry, Cincinnati general agent who has 
completed 40 years of service, and A. Robert Groenke, Cincinnati, the company’s 
leading agent in 1941, at a dinner in Cincinnati. Left to right: G. F. Ream and 
H. G. Kenagy, home office agency executives, Mr. Drewry and Mr. Groenke. 


Scranton Life presented its Distinguished Service Club members defense bonds 
instead of taking them on a trip. Jacob L. Williams (left), club president, and 
Helen D. Scott, club vice-president, are shown being awarded bonds by R. Merriman, 
vice-president and actuary. 


Fidelity Mutual Life paid tribute to President Walter LeMar Talbot on his 60th 

A highly successful Insurance Civilian Defense Rally sponsored by nine insurance service anniversary at a dinner in Philadelphia. Left to right: Thomas Shallcross, 
organizations of Allegheny County was attended by approximately 3,000 insurance director, President Talbot, W. Stanton Hale, Atlanta, president Fidelity Managers 
people in Pittsburgh. From left to right are Charles F. Flaherty of the Tener-Lowry Association, and Frank H. Sykes, vice-president and manager of agencies. 
Company, chairman publicity committee; Charles H. Bokman, resident manager New 
Amsterdam Casualty; Jay N. Jamison, executive vice-president of Reliance Life, and 
chairman of the program committee, and Deputy Pennsylvania Commissioner Ralph 
Alexander. 


A stirring talk was given before the Houston Association of Life Underwriters by 

Branch Rickey, vice-president St. Louis Cardinals baseball team. Standing are: Wil- 

Glenn D. Commons (left) won the cup as “underwriter of the year” of the James liam T. Murphy, Southland Life, program chairman, and Roy Cox, president Houston 

M. Royer agency of Penn Mutual Life in Chicago. Mr. Royer is making the pres- association. Sitting: F. M. Law, president First National Bank of Houston and 
entation. former president American Bankers Association, and Mr. Rickey. 





Help Them Over the Hump 


ANY MEN, who, up to a short time 
ago, were confident that they had 
enough Life insurance or other income-produc- 
ing property to provide a comfortable living 
for their families, are recognizing the fact that 
this might not be enough in case of death 
within the next year or two. 

Prices are rising; taxes are increasing and 
if past experience is a reliable guide to the 
future, it seems reasonable to expect that prices 
will continue to rise for the duration of the War 
or a little longer and then slump off again, 
making another hump on the price chart. 

Many of these men are making provision 


for an extra engine to help their families over 
this hump; for an additional income of $50, 
$100 or even more a month for a period ranging 
from two to five years or more. 

Travelers agents are providing this “extra 
engine”’ to help the prospect’s family over the 
hump. The Travelers Hundred-A-Month plan 
will provide an extra $25 to $100 or more a 
month from two to five years. If price is an 
important consideration, the Travelers agent 
can offer the Travelers Term Expectancy plan, 
which gives the family a surprisingly large 
amount of Life insurance protection for each 
premium dollar. 


THE TRAVELERS INSURANCE COMPANY 


HARTFORD, CONNECTICUT 








